-fueloil ¢. 
: AYt| heat 4 


36 Years devoted to Progress in Oilheating and Airconditioning 


Replacements keep Customers 


Bursaw Oil upgrades customer's Oilheating, 
painlessly provides Savings and Comfort 


Unorthodox Oilburner! 





Connecticut Inventor uses unusual Ideas 
to obtain spectacular lab Performance 


Pay as You use 


Fueloil budget Meter helps solve Problems 
that are caused by “slow-pay” Customers 


: 3 Good neighbor Policy 


Ks Bob Allison of Plymouth is the “movingest 
Vian” but It gets Lots of fueloil Business 


What's the right Truck? 


Performance Characteristics to determine 
proper power Requirements and gear Ratios 


Dealers know what they Want 
in better oilheating Equipment 








Integral with outlet elbow, piston as- 
sembly works in dashpot with metered 
orifice to upstream. This maintains hy- 
draulic balance for easy opening against 
working or static pressure, gives ‘‘soft’’ 
closing action. 


PRESSURE BEHIND PISTON 
BALANCES FORCE BEHIND VALVE 


ELBOW, 
PISTON, 
DASHPOT 
ASSEMBLY 


ORIFICE 
BLEED TO 
UPSTREAM 


PRESSURE OUTLET 


UPSTREAM PRESSURE 


New hydraulically balanced shutoff vaive shown on Brodie 100 gpm Model B-51C Tank Truck Meter 
with Brodimatic Printing Quantrol. For larger capacity pump operations, the same effect is obtained 
by Brodie Shockfree Valves with appropriate meter models. 


on BRODIE Tank Truck Meters 


NEW BALANCED OUTLET VALVE ALWAYS OPENS FREELY 


e not subject to hydraulic lock in closed systems 
e opens easily under full operating pressure 


e cushioned closing reduces shutoff shock 


The new Brodie Balanced Valve opens easily 
against pressure created by the most modern 


orifice to the dashpot also has a cushioning effect 
on closing action to minimize shutoff shock. 


pumps and cannot be locked shut by pressure 
trapped between it and a check valve in the 
pump inlet line. By a simple dashpot design, 
upstream pressure is applied to a piston to bal- 
ance the pressure across the valve. A metered 


RALPH N. BRODIE COMPANY « san Leandro, California, U. $. A. 


CABLE ADDRESS: “BRODICO” 


MT. VERNON, N.Y. DALLAS 7, TEXAS SEATTLE 9, WASH, 
550 So. Columbus Ave. 167 Parkhouse St. 221-9th Ave. N, 
CHICAGO OFFICE: LOS ANGELES 22, CALIF, 
1227 Circle Ave., Forest Park, Ill. 5401 Sheila Street 


REPRESENTATIVES WITH STOCKS AND SERVICE FACILITIES 
1N ALL PRINCIPAL CITIES 


The new assembly is standard on all Model 
B-41C and B-51C Meters. Whatever your me- 
tering problem, get in touch with your Brodie 
Metering Specialist —as near as your phone. 
809-R 


\ 





to all our friends in the oil heating industry 














/pwpuring the holiday season we all like to reminisce about the “good old 
Ni ~eys“but there's one thing sure . . . no one really wants to turn the clock 
backward on this scene. Clean, modem, dependable oil heat that makes this 
picture and countless others similar co it possible, plays an important 
though silent role in greater enjoyment of the holiday season. 

We at Sundstrand know that our success in providing one of the essential 
ingredients in modern home heating depends to a large extent on those who 
are both our friends and customers in the oil heating industry. It’s your 
help and loyalty that keep Sundstrand first im fuel units year after year. 

So, from all of us at Sundstrand go our most sincere wishes for a 
Christmas filled with joy and continued health and happiness throughout the 
coming year 


SUNDSTRAND 


HYDRAULIC DIivVviIiSIOn 


of Sundstrand Machine Tool Co., 2210 Harrison Ave., Rockford, ill._—Eastern Sales Office: 89 Summit Ave., 
Summit, N. J. Made in Canada by John Inglis, Ltd., 14 Strachan Ave., Toronto; in Sweden by Sundstrand 
Hydraulic AB Stockholm; in France by R. S. Stokvis, et Fils, S. A., 20-22 Rue Des Petits-Hotels. 





Typical SUNRNY ZF 


On July 27, 1956, Griffith Consumers 

of Washington, D.C. installed two Sun-Ray 
#4-#5 Oil Burners at the famous 
National Presbyterian Church 


Reports from this replacement installation: 
Cleaner, quieter operation. Servicing — 
practically nil. Fuel and operating costs 
— way down. 

As in the cases of hundreds of other 
institutional and commercial establishments 
throughout the world, the Sun-Ray 
#4-#5 has once more proved to be 

the right choice. 


INSTALL A SUN-RAY #4-#5 
OIL BURNER 


1—Easy to Install—Simple to Service. 

2—Automatic, Trouble-free Operation. 

3—Burns Low-Cost, Higher BTU #5 
and #4 Oil. 

4 —Clean—Quiet—Very High Effi cy. 

§ —All Electric Ignition—No Gas Pil io ts. 

6—Will Also Burn #2 Oil 

7—No Transfer Pump Required on 
Normal Jobs. 

8 —Approved for #5 and #4 Oil by 
U.L.and Other Authorities 























Valional Pres tyleria n Church 


“CHURCH OF THE PRESIDENTS’ 
Connecticut ue NN SHreet Vlashingle n YGSsG 





SUN-RAY BURNER MANUFACTURING CORPORATION 
139—22 QUEENS BLVD. JAMAICA 35, N. Y. 
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COPYRIGHT 1958, HEATING PUBLISHERS, INC. Among other thines 
ALL RIGHTS RESERVED . tS ring 

NO PART MAY BE REPRINTED WITHOUT WRITTEN PERMISSION We're giving special emphasis to the “Special Study 
PUBLISHED MONTHLY ™ ee ; : ; : ; 

BY HEATING PUBLISHERS, INC. ADDRESS ALL CORRESPONDENCE FOR this Month” which regularly appears near the front of 
EDITORIAL, ADVERTISING AND CIRCULATION DEPARTMENTS TO: 2 WEST the he - k A co 3] le able group sIlige >alers -_ 
{STH STREFT, NEW YORK 36, N. Y¥. PHONE: MURRAY HILL 2-4786 _— A considerable group of intelligent dealers have 


PUBLICATION OFFICE: 169 MARKET PLACE, BALTIMORE 2, MD. ESTAB taken their collective hair down and told all about what 
s D 1922. ENTERED « SECOND CLASS MATTER AT THE POST OFFICE - -" 1 

rr ‘BALTIMORE MI "aa they think should be done to oilheating equipment to 
better suit their markets, or their pocketbooks or them 

ROBERT GRAY, Editor selves. In other words, it’s what they see as a need ti 

Bert Dunphy. Managing Editor John W. Schulz, Technical Editor meet our industry's growing competition. They do a job! 
V.M. Douglas. Midwest Editor Margaret Mantho, Assistant Editor 

George F. Farrell, Circulation Director 


And, following along this line, John Schulz in the story 
A. G. WINKLER, Advertising Director beginning on page 43 describes an oilburner that he calls 

Lee Steedle, Advertising Manager unorthodox.” It is that, but at the same time it emphasizes 
Dick Raymond, Eastern Advertising Manager that there can be imaginative oilburner design develop- 
Liz Gabriel, Advertising Production Manager ment 


em: Alles, Midwest a There's a detailed look, also, at a fueloil budget meter 
a Chicago 4, Il that has had a brief but effective field test. It's designed 
224 S. Michigan Ave Phone: Wabash 2-9548 principally to enable a dealer to put on automatic delivery 
Pacific Coast Representative: Don Harway the customers who are slow pay and who insist on calling 
1709 West 8th St., Los Angeles 17, Cal. Phone: Hubbard 3-5141 in for fueloil deliveries. It starts on page 46. 
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A, THE ANNUAL Convent 


the American Petroleum Institut 
Chicago in November, C. J. Guzz 
Gulf Oil's marketing vice-pres 
API 


marketing. The fueloil and 


was elected vice-president 
end of the business is fortunat 
selection because Gulf has 
been one of our strongest fu 
thusiasts. 

In fact, lucky 


Guzzo’s two predecessors in tl 


Wwe were 


marketing spot, Dwight Coll 
G. ‘Doc’ | 
Shell, both well versed in o 
lar field. It’s during thes 
years that our AP! Fueloil C 


tee has grown and will grow t 


lantic and J 


siderable prominence. In this ¢g 
we're not being injured, 

the reelection as committee 

of C. M. Blickensderfer 
Things happened at Chicag 


elsewhere in this issue, that 
terially help our industry's 


tive position 


As WHILE good things 


pening in November, mak 
that the Oil Heat Institute t 
other significant step in providing 
dealer members a retirement 
plan for their employees. This h 
been needed, and we strong! 
dealers to investigate its provision 

Pension plans are pretty expensi' 
sylvania 


official 


lemand 


EFORE the P 
Assn., Tidewat 


nez forecast that tl 


unless a group of dealers can form PEAKING B 
pool to get the benefits of mass pr 


duction. Members who want to know 


more, write the Institute at 500 Fifth 


Avenue, New York 17, N. Y 


) MEN have often reck 


oned that they alone are burdened wit! 


heating oil will 


m 1958 to 19¢ 
f line with Sox 
If you 


eft t 


lng ten years 


ind interest” 


ears, this points to an annual 


customers’ service requirements round 3.25¢ 
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© in number of 
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iverage figure for 1957 and 
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stallations are about doubl 
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the offsetting 
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Osburn Fort Hevener, has 


f comfort which he 
He 


humidity and divides by 


ure 
ture.” adds tempe 
the figure designated by the new word 


A summer reading over on this 


basis indicates that things are muggy, 
while under 70 you feel just fine. Some 
of the Tv and radio weathermen are 
adopting the term and Hevener is par 
ticularly happy that four leading dic 


tionaries will carry the word in theit 


tA 


next editic ns 
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The only tight fill system with all these essen- 

tial features: 

* Needs no wrench - nozzle loosens and 
tightens cap 

* Self-aligning connector needs no sup- 
plementary swivel 

* Seif-compensating for wear 

* Driver need never drop nozzle 

* No rotational wear on seal while tight- 
ening 

* Does not conflict with UL listing require- 
ments - UNIFIL Connector is non-ferrous 


SCULLY 


SYSTEM 


The simplified system 
that speeds deliveries 


— puts money in your pocket! 


Write for Bulletin RA-100 for all the facts, 
at no obligation. 


SCULLY SIGNAL COMPANY 


174 Green Street, Melrose 76, Massachusetts 


Pa NOrmandy 5-3900 


A 





by Milburn Petty 


WASHINGTON—National Oil Jol 
bers Council will re-examine the Ga 
B:ll to see what would be the effect 
upon fueloil marketers with a view 
poss-ble change in the NOJC’s stanc 
on such proposed legislation 

Previously, the council had er 
legislation—like the Harris Bill, 
by President Eisenhower—to fre ‘ 
dependent gas producers from util 
type regulation by the Federal P 
Commission. 

Now, on the recommendation 
fuelo:l committee—headed by W 
F. Kenny, Jr., Meenan Oil Co., N 
York, the NOJC has voted to 
amine its position on the gas | 

As a reason for its recommend 
the fueloil 
serious problems could result 


committee said 


oil marketers from the enactm 
natural gas bill.” 

It is understood that some m 
ers have expressed fears that 
legislation weve enacted, it 
sult in increased supplies of 
gas becoming available for “inv 
of new markets in competiti 
fueloil. 

On the other hand, the Har: 
was vigorously opposed by « 
state senators and congressmen 
alleged grounds that it would in 
gas prices by “hundreds of mill 


dollars.” 


Anti-Oil Bloc Gains Strength 


The incoming Congress will i: 
an increased number of critics of 
petroleum industry. 

Even before the election of 


like S-11 
Next session to curb competitive pric 


enacting legislation 


ing. Now, the chances are deemed ex 
cellent. 
With 


several of the 


industry 


ssing, Chairman Celler (D., 
rk) may now push through 
Anti-Trust C 


if not actually 


mmiuttee 


elines owned by ship 


will re 
ittention in the next Cor 


. 
1] 
Aspinall 


Representative 


gs divorcemen 
me quart 
mplainant 


-rs—tfinding fr 


ontrary 


Residual Imports Curb Sought 


not import 


idual and 


distillate are 


brought under government control 


(voluntary or otherwise) may rest 
finally with Congress. 

The resounding Republican defeat 
in West Virginia undoubtedly will 
encourage renewed pressure from the 
coal people for restriction of residual 
imports under the pending voluntary 
program 

Likewise, many independent refin 
ers, as well as producers, are urging 
that imports of all products be con 
trolled, including fucloil 

On the other hand, increas: 


sumer-state pressure 


against 
loil imports (because 
tighten supplies and increas 
can be expected in the Sen 


He uce, 


legislation could be passed 


with the result tl 


uld be said for any 
l‘miting imports of crude 


he Eisenh 


(mainta 
industry), 
1ade to work 


Iministratively, 


NPC Plans Its First 1958 Meeting 


National 


member 


Petroleum C 
advisory 
ng every segment and 


industry, may soon but 


opinion in tl 
se ends and accept t 
vernment co-chairman 
is an industry man continu 
chairman 
It is hoped that a meeting 
held before the year’s end 
Oil men are quite awar 
value of a continuing high-] n 
such as the NPC—with govern 


ment, particularly with the 


tact 
recent 
elections portending a somewhat less 
friendly climate here for the petroleum 


industry 
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Chevrolet's new El Camino combines fresh beauty with 
a husky pickup box that’s 7614" long, 6414" wide. 


THE BEST YET OF THE BEST SELLERS... For "59, the brightest new ideas in trucks are 
Chevrolet's! There’s the new El Camino to set a 


new standard in styling ...new features and refine- 
ments in every model to set new records for saving! 


Here is the soundest, savingest, sharpest looking 


line of haulers that ever hustled a load! For evi- 

TASK ° FO RCE Bk dence, consider the dazzling new E] Camino. It 
combines slimlined beauty with the ability to 
handle man-size hauling jobs! 


Or take the pickups of Task-Force 59—a 


dozen big-bodied beauties that suit scores of jobs 
with five handsome Fleetside models and seven 
handy Stepside models! 


A new edition of the famous Thriftmaster 6, 
standard in light-duty models, gives up to 10% 
greater fuel economy—up to 20° with new 
maximum economy option*. And in the medium- 
and heavy-duty classes, you'll find new V8 
power . . . axles, transmissions, frames and 
brakes that are refined and improved to whip 
the toughest runs. 


Whether your truck is a light-, medium-, or 
heavy-duty job, these are trucks you’ve got to 
see! They’re on display right now at your Chevy 

— a dealer’s. . . . Chevrolet Division of General 
SP itera So Motors, Detroit 2, Michigan. 
This 1959 Chevrolet Series 60 model is built to *Optional at extra cost. 


take it on bruising hauls; standard Jobmaster 6 
is as reliable as it is economical. 


NEW MIGHT, NEW MODELS, NEW MONEY-SAVING POWER! 


eloil 
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F.. THE FIRST time in a long while. 
there were no changes in the price 
table this month. It had been generalls 
predicted that November would see a 
rise in many markets. The mild heat 
ing season up to mid-month had pre 
vented this by keeping field stocks 
little too flush. 

The question of another boost be 
fore December is uppermost in the 
minds of marketers since there had 
been so much conversation this past 
summer about getting stocks balanced 
to actual demand. Unfortunately, the 
long range forecasts, not the Weather 
Bureau but the professionals, call for 
another mild season in too many parts 
of the country. 

In the area East of the Rockies the 
season to October 31 has been 12% 
warmer than normal, although this is 
split between a much warmer seasonal! 
start in the East and somewhat colder 
in the Midwest. In any event, it had 
moderated the drain on stocks in the 
areas dependent on supply from 
Gulf or East Coast. 

The primary stock table shows about 
3% less distillate East of the Rockies 
on November 14 than the previous 
year, in spite of the fact that there 
Thus, if 


the weather straightens out, it is 


4% more burners to serve 
to see that stocks will be well und 
control. 

For the longer range supply situa 
tion, Morgan J. Davis, president 
Humble Oil and Refining, said in ; 
speech at the Chicago API convention 
that the present demand for all oil 


products is just under 7 


n 


million bar 


10 


Normal 1957 


No. 2 Heating Oil (Including No. 3 & PS200) 


gallon as 


Tank 
Wagon 

14.7 

14.5 


Price 

Tank 
Car 
10.1 
10.0 


per 


Portland, Me 

Boston 

Providence 10.0 

Hartford 10.25 14 

New Haven 9.9 14 

Syracuse 11.2 

Albany 10.1 

New York 9.9 

Newark 9.9 

Philadelphia 9.9 

Baltimore 9.9 

Wilmington, N. C 10.3 
Washington 10 

Richmond 10.3 


» we? dW > 
OSAKA wn 


wv aww a» 
oucowo 


Tank wagon 
* Deliv ered 
A Price subject to 


prices shown 


} 
50¢ vol. allowance 


ot 


November 15, 19 


Charleston, S. C 
Chicago 
Detroit 

Cleveland 
Minneapolis 
St. Louis 
Indianapolis 
Milwaukee 
Des Moines 
San Francisco 
Portland, Ore 
Seattle 
Spokane 

Los Angeles 


DEGREE DAY TABLE 


ONE MONTH 
October Percent 
1958 Change* 
443 499 + 12.6 
110 115 + 4.5 
278 23 261 
315 ] 386 
433 395 
147 178 
35 2 255 
222 259 
34( 316 
53 78 
425 342 
355 304 
323 
374 
473 


561 


ONLY 


45( 
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~~ 
Im Com OH 
en 


~“WwhAm—K Ane 
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t 
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Albany AP 
Atlanta AP 
Baltimore AP 
Boston AP 
Buffalo AP 
Charlotte NC AP 
Chicago AP 
Cincinnati CO 
Cleveland AP 

Dallas AP 53 
Denver AP 
Des Moines d P 
Detroit AP 
Grand Rapids CO 
Hartford AP 

Helena AP 1 
Houston AP 7 


58 


Tank 
Car 
10.3 
11.0*A 
11.5° 
11.3* 
10.5 
10.5* 
11.05* 
12.1*A 
10 
11.75 
11.7 
11.8 
13 
11.2 


are for maximum one-time delivery discounts 


SEASON TO 


September-October 


Normal | 
582 
118 
328 
392 
555 
154 
440 
264 
415 


545 
454 
477 


485 


Indianapolis AP 
Kansas City AP 
Los Angeles CO 


>p rN 


Louisville AP 
Milwaukee AP 
Minneapolis AP 


New Orleans CO 


ym ANMN wr 


> COCO 


288 


St. Lo 


New York CO 
Omaha AP 
Philadelphia CO 
Pittsburgh CO 
Portland, Me 
Portland, Ore. CO 
Providence AP 
+ ] | 

uis CO 


AP 


Salt Lake City AP 
San Francisco CO 
Sault Ste. Marie AP 
Seattle CO 
Toledo AP 
Washington AP 


+City Office 


present producing 


1 
million 


points to pretty supply 


situation for a long period down the 
Naturally, the state regulatory 
ies will hold down the 


+} 1] 


the wells, but there’s going to 


utput of 
be con 


stant pressure from the producers to 


1 


bring more to the surface while this 


unbalanced situation remains 


Distillate Fueloils 


PRIMARY 


957 1958 
572 641 
243 1 
266 313 
374 470 
596 520 
266 180 
486 322 
333 281 
499 402 
127 78 
561 448 
562 381 
562 421 
707 525 
543 609 
001 824 
71 48 
505 395 
331 201 
16 21 
338 252 
696 481 
684 478 
69 29 
315 335 
495 324 
400 360 
212 276 
663 377 
305 258 
461 523 
419 288 
298 255 
502 416 
137 151 
908 848 
367 370 
616 367 
332 


295 
42 


tAirport Office 


sTocKks* 


Tank 
Wagon 
13.5 
14.6 
15.6 
14.8 
14.8 
14.9 
15.6 
15.5 
14.9 
14.5 
14.5 
14.6 
16.5 
14.0 


DATE 
Percent 
Change* 
r 10.3 
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(Thousands of Barrels) 
East of Rockies 


East Coast 
Midwest 
Gulf Coast 
Total 


* American 


December 


1958 


Petroleum In 


Nov. 14 


1958 


63,413 
54,303 


29,405 


147,127 


Nov. 15 


1957 
70,721 
47,184 
33,385 


151,290 
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Immediate Positive Control of Liquids at Dispensing Point 


ALUMINUM @ BRONZE e SEMI STEEL 


liquids 


bulk plants. 
Sizes: 2°", 2¥2"", 
ae 


Ne. 210 — High 
pressure type 
for home fueloil 
delivery. Sizes: 
wv”, Te”, Ta 


Opw hose swivels 
PREVENT HOSE KINKS 
NO HAZARDS * NO PRODUCT LOSS 
* MAXIMUM HOSE LINE FLEXIBILITY. 


Add life to your hose . . . make it 
easier to handle . . . eliminate 


twisting, kinking and tension result- co R PO RATIO 
ing from rotary motion. Use OPW’s 
leakproof swivels with liquids dis- 2723 COLERAIN AVENUE 

7 pensing nozzles and on industrial 

—_ hose installations. Turns freely at CINCINNATI 25, OHIO 

No. 9 line pressure up to 125 psi. Kirby 1-5400 

STRONGEST LINK IN YOUR HOSE LINE! WON'T PULL APART. 




















Oilheating 
Trends 


OCTOBER INSTALLATIONS of domestic 
oilheating equipment are est‘mated at 
73,090 which is 13% below the 84,362 
of October 1957. For the first ten 
months of the year, the estimated total 
is 437,467 or 12% below last year’s 
496,795. 

The October were 
New Homes: 28,680; Replacements 
of old oilheating, 21,933; 
versions from other fuels, 22,477. F 
the ten months, we find New Homes 
138,541 against 194,605 the prev 
year; replacements of old oilh« 
show a total of 137,021 this year and 
122,926 last year; Conversions fr 


sales divided 


and Con 


other fuels, 161,905 in the ten m 
compared with 179,265. 

Again this month we checked 
water heater sales and estimat 
October, 2,010 of the variety 
power burners. 

We will not show an airconditi 
ing estimate for October since¢ 
number of installations was to 
to be representative 


Minimum Retail Prices 


of Key Dealers 


Oct At g Sept 
Separate Burners $315 
Boiler Burners 74( 
Furnace Burners 605 


Price Index: Separate Burners 


1948-49 is 100°/, 
WHOLESALI 


Six months ag 


Year age 


October 96.0 
September 96.7 
RETAIL 
October 93.1 Six months ag 
September 93.2 Year ago 


12 


Oilheating Stocks: At the end of 
October, dealers were holding approxi 
mately 72,418 domestic burners and 
complete units; a month ago they had 


an estimated 86,210 and a year ag 


The October 31 st cks were 


separate 
18,104; 


r units, 20,278 


stocks at the end of August 


ner units. and fur 


~— 


compared with 63,625 


burners, 34,036: 


on the same date of the previous year 


Tank Stocks: At the end of Octo 
holding 


mately 26,750 customer oil tanks, A 


ber, dealers were approxi 

year ago they had on hand 29,769. A 

month ago they had 26,594 
The October 31 inventory 


220-275 gal., 23,393; 


was di 
vided by sizes: 


550-675 gal., 2,110: and sizes 


S1Zes 


1,000 gal. and over, 1,247 





FACTORY SHIPMENTS ! 
DOMESTIC OILBURNERS & UNITS! 
DOMESTIC GAS BURNERS -==-= ; 
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Shipments of Oilburners and Units 
(Including Exports) 


nanufacturers other than 


those reporting t 


@ Or Heat's estimates of shipments are 


EIGHT MONTI 
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YOU HAVE 


Greater Job Coverage” 


WITH 


VONCRIEF 


THE COMPLETE LINE FOR 


ON EXHIBIT 


January 18th-22nd 

N.A.H.B. (Home Builders) Show 

Spaces 756, 757, 775. 777, Chicago Coliseum 
Janvory 


High-Protit Installations fa 


For New Homes or Old 
House Jobs .. . the Right Furnace 
or Air Conditioner . . . at the Right Price! 


Here is sales power that can make a real difference in your capacity 
to attract business, and in your ability to make money from the 
jobs that you install. 


Gas, Oil or Coal Furnace; Upflow, Counterflow, Basement or 
Horizontal Unit; Complete Combination Year ‘Round Air Condi- 
tioner; Air or Water Cooled Summer Air Conditioner; Gas Unit 


Winter Air 
Conditioner 
with Plenum 
Type Cooling 

Coil 


Winter Air 
Conditioner 
with enameled 
Return Air 
Cabinet (an 
accessory 


Oi! Counterflow 
Unit, showing 
complete Factory 
Assembly 


Widely imitated but still unmatched, the Moncrief Winter Air 


Conditioners illustrated above are completely assembled and 
wired at the factory. They have the substantial construction 
of 14- and 16-gauge Heat Exchangers and 21-gauge cmbi- 
nets. Gas Fired Upflow and Counterflow Units are available 
with capacities of 75,000, 100,000, 125,000 and 150,000 Btu 
Input. Oil Fired Units have 78,400 and 112,000 Btu Output 
capacities in Upflow and Counterflow Models, and 78,400 


Btu in the Counterflow Model. 


> a 
Horizontal 
Gas or Oil Furnaces 


Fired Gravity 4 Gas Sizes 
Furnaces 4 Oil Sizes 


Wf 
Gas or Oil 
Fired Winter 


A. C. Units 


Gas or Oil 
Fired Utility 
and Counter- 
flow Winter 
A.C. Units 


THE HENRY FURNACE C 


HEATING AND AIR CONDITIONING UNITS 


Si 


Gas Duct 
Furnaces 
4 Sizes 


Heater; Gas, or Oil, Conversion Burner — every Moncrief Unit is 
manufactured to a high standard of quality that has been unsur- 
passed for more than 60 years ! 


Opens every Moncrief Unit carries a uniformly competitive price 
that permits you to bid excellence against less desirable design 
and construction ! 


Call your Moncrief Wholesaler, now ! 


q 
2,3 or 5 H.P. Air 
Cooled Summer 
A. C. Units with 
choice of “Circular” 
(Upfiow) or “Fiat” 
(Horizontal Flow) 
Cooling Coils 


OMPANY- Medina, Ohio 


NLU 


3 or 5 HP. 
Water Cooled 
Summer 
A. C. Units 


2,3 or 5 HP. 
Gas Fired Gas Air or Water 
Unit Heaters Conversion Cooled, Gas 
5 Sizes Burners _ or Oil Fired, 
Year ‘Round 

A. C. Units 





Dealers know what 
in better oilheating 


they want 
Equi pment 


NE OF THE hottest topics seems t 


O 


rected at industry research for 


oilheating industry today 


proved equipment. Right or wr 
there's a feeling that too little has | 
done in the direction of modernizat 
of basic oilburning devices. Some 
ers in wanting better oilburners |! 
in mind higher standards of perf 
ance, while others are more 
with getting the cost down t 
pete with gas. 

The special study this mont! 
plored the dealer viewpoint fr 
a number of angles. First, we 


ther 


the regular reporting group if 


think that the conversion oilburner t 
day is about as good as can be built 
Just a third of them feel that it 
the other two-thirds believe there 
room for improvement. 

When we asked what specific 
provements they would hope for 


1s 


Wm 


got a lot of suggestions. 
Th frequently 
need was for better combustion he 


e most mentione 


ads 


they sometimes expressed it as bett 


r 
design for air flow, or better air « 


ne 
or better mixing air and oil for quieter 


operation. Next in order of promi 


nence was a desire for greater stand 
ardization of parts so the dealer w w they 


‘tories. The special emphasis her: 


not have to carry such hi 1958 


S ensus Was 
motors, pumps and transformers. Th 

question of burner design to ex 

accommodate a specific heating 

seems to be of importance, Then sev 

eral dealers want better efficiency and 

less troublesome service on the low 

pacity burners, .75 gph and under 


There 


making the burner and the heatir 


is soMe sentiment tow 


unit smaller or more compact in size handling methods 


and at the same time, quieter in opera r to this in a number of ways 


14 


such as air handling parts, air cones, 
air diffusers, combustion heads and the 
like, but they all mean the same thing 
Quite a number specifically mentioned 
the Shell head. This was probably the 
major development to better adapt 
lytic 


burners with the use of cata fuels 


or blends. Many other combustion 
heads of somewhat similar type were 
developed following the introduction 
of the Shell head 

Second in importance among burn 


be 


nozzles with 14% of the dealers recog 


er improvements would seem t 


nizing this accessory as significant in 
burner improvements 
In third position was 


fuel un with 9% f 


its 


Then wi 


Yiving 


{ perati n 


1 de il Ts 
ls and by tl 
ot 


who me 


proved contr 


general run 


he 
items 


her dealers nti 


de lay ed 


action 


1 1 
Gs ¢ 


nd draft 


reporte d 


] 
credit 


we found low 


bustion, filters, larger far 


nition on rotary burners, 


wider use of combustion 


struments 


Next we asked thx 


believe 


if tl e} 
a still better oilburner would 


group 


increase sales. The answer would seem 
to be obvious, but actually only 68% 
of 


W 


those reporting that it 
The other 


Then we asked them what was more 
important day’ 


believe 


,¢ 


uld 2 


¢ 
ilburn 
The 

wanting 


at 


to improve t 


er or reduce the cost of it 


¢ 


scr 


re 


was almost a tie with 52% 


better quality and 48% s tl 


lower price would help mor 
There 


somewhat 


1 
al iriations 


influenced by 
In New England. 
© want the improved burner and 
e Mid-At 


¢ 
¢ 


were section 


how touc}t 


the 


"Oc 


compet ition 1s 


% want it cheaper; in t 
better, 


shel 


lantic states, the score is 55 
45% cheaper; the Midwest votes y 
better quality, and 78% fi 


price; the Pacific Northwest rates qual 


xr lower 


ity over price in a 75-25 ratio 


December 
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DUNKIRK BLUE CIRCL 
IRON BOILERS FOR O 
AND COAL, STEAM O 
WATER 
































SLENDER TUBE 
CAST IRON RADIATORS 


DUNKIRK CAST IRON 
BASEBOARD RADIATION 


NATIONALLY FAMOUS 
ACCESSORIES 


eloil 





SELL 

MORE 
MODERNIZATION 
JOBS 

WITH 


BOILERS AND RADIATION 


Every home owner with an obsolete heating system is your 
prospect...nearly every home alteration job needs more 


heating equipment. 


DUNKIRK CAN HELP YOU TURN PROSPECTS 
INTO CUSTOMERS...for enlarging, altering or com- 
plete replacement of old, inefficient heating systems, 
DUNKIRK has Boilers and Radiation matched for eco- 


nomical performance. 


FOR REVAMPING JOBS needing only additional radi- 
ation or new boilers...for completely new modern 
HYDRONIC* heating systems, DUNKIRK is your one 


source of supply for Boilers, Radiation and Accessories. 


IT MAY SURPRISE YOUR CUSTOMERS TO 
LEARN THAT THEY CAN ENJOY THE COM. 
FORTS OF HYDRONIC* HEAT AT LOW COST. 
LEARN HOW DUNKIRK CAN HELP YOU GET 
THIS BUSINESS BY WRITING FOR BULLETIN 
1157. 


*H Y DRONICS—the science of heating and cooling with water. 
DUNKIRK RADIATOR 
c ° R Pp ° . A T I ° N 


DUNKIRK, NEW YORK 
Member of the Institute of Boiler and Radiator Manufacturers 





. .. + Special Study 


ur further search for ideas we 
Ip tne Question < r te day's oil 
Only 44% say that they 


56% want to 


t kind of 

Was a 
that the 
must ike 


line of 


LDS TIGHT 
NEVER FAILS 


The Fastest, Safest, 
Gurest Coupling Known 


BRONZE - ALUMINUM + MONEL jual to gas.” “Any boiler that 
STAINLESS STEEL + SEMI-STEEL sate Dennis cul should: eevee Gea 


Eliminate pulsation.” 

r styling to make it look 

Anything that would 

f ae ald | 3 

° ° ° rormation W ld De a de- 
Perfectly tight, no-leak connection in seconds ' 

OPW Kamloks couple and uncouple instantly 

regardless of “hook-up. wsked 

Write for New Free Catalog F-10R in ries. the 


OPW CORPORATION ion gained is in the direction 


2723 COLERAIN AVENUE wate ntrols that need € 
CINCINNATI 25, OHIO Kirby 1-5400 tection from liming or sticking due to 
VALVES © FITTINGS © ASSEMBLIES elteeaes tn ths amet Slade aes 
FOR HANDLING HAZARDOUS LIQUIDS _ n the water. svothing Wwe 


said about specific brands, but obvi 
ously some of them give trouble be 
cause just half of the reporting dealers 
mentioned this item 

One of them spoke of a low water 
control that does not stop tht burner 
due to priming, another says that low 
water controls should be electrode 
types suspended from the top of the 
boiler, the bulk of them, however, just 
want a cut off that cannot be clogged 

Next in order were comments about 
circulators principally wantir 
operations One dealer tl 


should have circulators 


lubrication. In general, ther 
too much complaint on 
one-eigath mentioned them 
Among the miscellaneous boiler ac 
cessory needs as stated by individual 
dealers were these: “Combination con 
. “We need fail safe Aqua- 
“We need a draft regulator 


to shut off air passing through a unit 


t 
when burner is idle and open freely 


and quickly when burner starts.” 
Warm air furnaces were next in line 
dealer comments. Only 47% say 
good enough as they are, the 
Cc 


other 53% want them changed 


The most conspicuous need, accord 
ing to this reporting group, is that they 
should be quieter in operation with 
one-fourth of the dealers making this 
comment. In this connection some 
mention specifically that they are too 
noisy for upstairs, closet installations 

Next in order is a desire for better 
servicing and clean out condition in 
the design of the furnace. Another 
group of about the same size wants the 
furnaces smaller in dimension particu 
larly the hi-boy types for closet in 
stallation. A group of similar size 
wants the cost reduced to more readily 
compete with gas equipment. It would 
be pretty difficult to combine these 
last three requests since the small size 


and low cost would tend to work 
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against easier servicing and cleaning 
haracteristics 
Among the individual comments 
on what the dealers need in furnaces 
these are typical: “Enlarge the smoke 
pipe to better vent the gases.” 
Need better material and design for 
mbustion chambers.” . “Heavier 
gauge heat exchangers for less pulsa- 
tion due to flue travel.” . . . “Improved 
flue travel instead of heavy baffling.” 
“Continuous air circulation.” 
Development of required static pres: 
sure at fewer Rpms.” “Better dy 
b il in 
r views On warm air 
the dealers bore 
vily on humidifiers 
suggestions for im- 
the main, they want 
t will not clog up, will 
lifiers that are larger, 
cheaper, some say 
require less service 
one dealer wants 
works. It is quite 
is a fertile field for 


t frequent complaint 
th 20% feeling that 
wers could be im- 
gain a factor and 
about better mount- 
it blowers should 
d for changing fan 


s larger Cfm blowers 
Filter Improvements 


re their comments 
fourth of the 

for improvement 
sires are drains on 
ting filters, permanent 
filters, completely 
nd “filters that really 


nin the series asked 
need in the way of 


ntrols. First we 


that no improve- 
id the other 43% 


pinions on improve 

we found no gen 

m the group, but a 
nes. Of course, they 
r, cheaper, and more 
ich would be equally 
in heating equipment. 


You can forget about fuel unit replace- 
ment problems, stockroom headaches 
with Webster's Universal Replacement 
Fuel Unit. This new idea in fuel units 
slashes inventory by 50%. Just four 
pump types replace more than 140 
fuel units in current use. 

Now two Webster Universal Replace- 
ment Packages — one containing two 
single-stage and the other, two 2-stage 
ServiceSavers ... cover any replace- 
ment your servicemen are likely to 
run across. Assure one-stop service 


calls every time! 


FUEL UNITS 


HEATING 


Divistown 


WEBSTER LECTRIC 
ACINE wis 


franklin adv. A-116 


Webster ServiceSaver 


Universal Replacement Packages 
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... With an EXCLUSIVE 





SUNHEAT FRANCHISE 


““How come I make good money? 


“First, ’'ve got an exclusive heating-oil 


franchise...I don’t have to compete 
with any other SUNHEAT distributors. 
There are no gimmicks. There’s no mini- 
mum gallonage. The territory’s all mine, 
to build and to profit from. 


“Next, I’ve got a darn good product. 
None better. The Sunoco people tell me 
SUNHEAT is more than just a single 
oil . . . it’s a blend of many oils to make 
it good for home heating. I believe ’em. 
Never get any complaints. Helps sales. 


LEARN how Sun gets new franchises off to 
a fast start. Write today for information. 


“Right now, ’'m getting a wonderful 
‘rub-off’ from Sunoco’s multi-million- 
dollar advertising campaign. They’re 
introducing the world’s first custom- 
blended gasolines. More people than 
ever before know the name Sunoco. So 
it’s easier for me to sell SUNHEAT. 
And Sunoco supplies me with my own 
individual advertising program. Pays 
half the cost of running it, too. 


““One more thing. Sunoco helps me protect 
my profit margin. 


*‘What more could I ask?” 


FUEL OIL DEPARTMENT 


SUN OIL COMPANY 


Philadelphia 3, Pa. 





. «+ Special Study 


Here are a few of > individual 
comments: “Need controls that can be 


1 +> es 
epiaced To 


ntrols shipped from fa 


hxed not many 
detective 


‘ 


replacements without 








STEINEN OIL BURNER NOZZLES 


ke ; a: 


Ss 


rare! 


Wrap-up 


STEINEN OIL BURNER NOZZLES 
P ked Mtaleihare felon tiie 


ilela ¢-10 Maelo 














ELECTRODES ASSEMBLIES. Another 
Steinen quality product. Proven 
through its wide acceptance by 
leading oil burner manufacturers. 
Over 200 different types of standard 
and special designs. 


Compare this outstanding line 
Write for complete information. 
SINCE 1907 


Wm. Steinen 
Mfg. Co., Inc. 


Bruen Street, Newark, N_J. 


©wWm. Steinen Mig. Co., 1957 


out a stack switch, with any kind of 
draft, and with a 350° stack reading 
It must be free of service and eliminat: 
the necessity of summer clean-ups, and 
must be cheaper to operate than gas 
or electricity. It must b 
nly to those who maintain 
department and who are in tl 
business. This must be availabl 

in two years.” 


“Wow!” 


* 


Oilheating Permits 


Albany, 
Baltimor 
Bridgeport, 


M nt 

Montcla r 
Morristow! 
Mt. Vernon, } 


Newark. N J 

New Bedford, Mass 
New Haven, Con: 
New Rochelle, N. Y 
Norfolk, Va 
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PROTECTED 
TERRITORIES 
AVAILABLE! 


Take just a moment to find out why this is a genuine opportunity 

an opportunity to associate yourself with a nationally famous 
organization with a tried and proved profit policy! The Stewart- THE 
Warner Corporation manufactures only quality products and sells 


them only through competent dealers who want to make a profit, WI N KLER 
not just swap dollars. 

The Stewart-Warner Direct Factory Franchise is offered to LOW PRESSURE 
dealers who recognize that there is always a market for quality OIL BURNER 
goods...always people who are willing and able to pay for better 
products. To these people, Stewart-Warner dealers everywhere are 
selling at an adequate profit...because Stewart-Warner superior Nothing else like it on the market—a typical 
quality is easily demonstrated. Stewart-Warner quality product with an amaz- 
ing economy record! The sales and profit poten- 


tials of this low pressure burner are virtually 
A protected territory. unlimited. 


The Stewart-Warner Franchise offers— 


A complete line of quality products, covering all residential 
and small commercial heating and cooling requirements... 
no need to handle a variety of lines. Included is a special 
group of year ’round air conditioning furnaces designed spe- 
cifically for the large scale builder. 


An organization here to stay... with a half century’s reputa- 
tion for highest grade manufacturing, integrity and stability. 


A Training Institute, plus sales promotion material, which 
enable dealers to do a successful selling job. 


It costs nothing to get all the facts 


Why not talk this over with your local Stewart-Warner District 
Sales Manager—there’s no obligation, no pressure. Just write 
today for an appointment. It could well lead to the most important 
business decision you have ever made. 


St] STEWART-WARNER 


Excellence HEATING AND AIR CONDITIONING DIVISION 


Dept. H-128, Lebanon, Indiana 


Sof-Aire 
“Safety Sealed” 
Gas Heaters 





: Residential and 
Oil and Gas Basement and Commercial Cooling Oil and Gas 
Vertical All-year Conditioners Equipment Cast Iron Boilers 





Where are the new Homes being built? 


Number of 
Permits Issued 
August 8 Mos. 


ALABAMA 
Birmingham area 
Mobile area 
Nonmetropolitan areas 


ARIZONA 
Phoenix area 
Nonmetropolitan areas 


ARKANSAS 


CALIFORNIA 
Fresno area 
Los Angeles area 
Sacramento area 
San Bernardino area 
San Diego area 
San Francisco-Oakland 
San Jose area 
Stockton area 
Nonmetropolitan areas 


COLORADO 
Denver area 
Nonmetropolitan areas 


CONNECTICUT 
Bridgeport area 
Hartford area 
New Haven area 
Nonmetropolitan areas 


DELAWARE 
Wilmington area 
Nonmetropolitan areas 


DISTRICT OF COLUMBIA 
Washington, D. C. 
Maryland suburbs* 
Virginia suburbs** 


FLORIDA 
Jacksonville area 
Miami area 
Orlando area 
Tampo-St. Petersburg area 
Nonmetropolitan areas 


GEORGIA 
Atlanta area 
Columbus area 
Savannah area 
Nonmetropolitan areas 


IDAHO 


ILLINOIS 
Chicago area (Does not 
include Ind. suburbs) 
St. Louis area 
Nonmetropolitan areas 


INDIANA 
Chicago suburbs 
Fort Wyne area 
Indianapolis area 
South Bend area 
Nonmetropolitan areas 


IOWA 
Davenport area 
Des Moines area 
Nonmetropolitan areas 


KANSAS 
Kansas City area 
Wichita area 
Topeka area 
Nonmetropolitan areas 


2,464 
668 
1,067 
729 


1,314 
971 
343 


276 


75 
314 
41 
527 


904 
106 
178 
620 


932 
330 
101 
244 
257 


*Included in Maryalind state total 


**Included in Virginia 


22 


state 


total 


13,649 
4,704 
3,098 
5,847 


13,034 
10,336 
2,698 


2,416 


123,619 
1,822 
54,340 
6,121 
8,560 
13,638 
16,371 
9,852 
889 
12,026 
10,984 


6,298 
4,686 


882 
786 


1,107 


KENTUCKY 
Cincinnati suburbs 
Lovisville area 
Nonmetropsiitan oreas 


LOUISIANA 
Baton Rouge area 
New Orleans orea 
Shreveport area 
Nonmetropolitan areas 


MAINE 


MARYLAND 

Baltimore crea 
D. C. suburbs 
Nonmetropolitan areas 


Washington 


MASSACHUSETTS 
Boston area 
Springfield-Holyoke area 
Worcester area 
Nonmetropolitan areas 


MICHIGAN 
Detroit area 
Flint area 
Grand Rapids area 
Nonmetropolitan areas 


MINNESOTA 
Minneapolis-St. Paul orea 
Nonmetropolitan areas 


MISSISSIPPI 
Jackson area 
Nonmetropolitan areas 


MISSOURI 
Kansas City area 
s (Ill. suburbs 
listed under Ill.) 


St. Lou 
Nonmetropolitan areas 
MONTANA 


NEBRASKA 
Lincoln area 
Omaha area 
Nonmetropolitan areas 


NEVADA 
NEW HAMPSHIRE 
NEW JERSEY 

Atlantic City area 
New York City suburbs 


Philadelphia suburbs 
Nonmetropolitan areas 


NEW MEXICO 


NEW YORK 
Albany, Schenectady, Troy 
Buffalo area 

New Yory Cityt 
Suburbs of New York City 
Rochester area 
Nonmetropoliten areas 


NORTH CAROLINA 
Charlotte area 
Greensboro-High Point area 
Nonmetropolitan areas 


NORTH DAKOTA 


tCovers 


Number of 
Permits Issued 
August 8 Mos. 


661 

57 
382 
222 


,508 
264 
790 
148 
306 


224 


5,147 

285 
2,984 
1,878 


10,327 
1,994 
4,117 
1,447 
2,769 


692 


815 


21,795 
457 
13,081 
3,567 
4,690 


5,315 


41,267 
916 
4,221 
13,253 
16,350 
1,538 
4,989 


7,978 
1,108 
1,929 
4,941 


1,319 


dwelling units actually started 


Akron area 

Cincinnati area 
Cleveland oreo 
Columbus area 

Dayton crea 

Toledo crea 
Youngstown area 
Nonmetropolitan areas 


OKLAHOMA 
Oklahoma City crea 
Tulsa crea 
Nonmetropolitan areas 


OREGON 
Portiond area 
Nonmetropolitan areas 


PENNSYLVANIA 
Allentown-Bethlehem area 
Harrisburg crea 
Philadelphia area (See New 
Jersey for Jersey suburbs) 
Pittsburgh area 
Nonmetropolitan creas 


RHODE ISLAND 
Providence crea 
Nonmetropoliten areas 


SOUTH CAROLINA 
Charleston crea 
Nonmetropolitan areas 


SOUTH DAKOTA 


TENNESSEE 
Chattanoogo crea 
Knoxville area 
Memphis areo 
Nashville area 
Nonmetropolitan areas 


TEXAS 
Beaumont-Port Arthur crea 
Corpus Christi area 
Dallas creo 
El Paso area 
Fort Worth area 
Houston area 
San Antonio area 
Nonmetropoliton areas 


Salt Lake City crea 
Nonmetropolitan areas 


VERMONT 


VIRGINIA 
Portsmouth-Norfolk area 
Richmond area 
Roanoke crea 
Washington, D. C. suburbs 
Nonmetropolitan areas 


WASHINGTON 
Seattle area 
Spokane areca 
Tacoma area 
Nonmetropolitan oreas 


WEST VIRGINIA 
Charleston area 
Nonmetropolitan areas 


WISCONSIN 
Madison area 
Milwaukee area 
Nonmetropolitan areas 


WYOMING 
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Number of 
Permits Issued 
August 8 Mos 


4,869 
462 
522 
981 

170 
291 
170 
353 
920 


721 
342 
138 


30,143 
1,859 
4,410 
5,824 
6,189 
2,350 
1,397 
1,963 
6,151 


5,268 
2,334 

976 
1,958 


4,398 
2,451 
1,947 


20,650 
723 
953 


8,032 
7,928 
3,014 
550 
282 
268 
224 
785 
439 
026 
606 


188 





Quiet, vibrationless Ba G Motor 
glass of water placed on a running 
ter motor will not show a tremor on 
f the water. The resilient 
specially designed and 
> plant to operate without 




















Super-finished shaft 
gh carbon steel — machined 
Gd bor stock, pol- 
r finish. Inte- 
collor is heat % More BaG Boosters are 
treated for extra hardness. sold than any other 
pump made for the 
same purpose. Nearly 
3,000,000 have been 
installed to date. 





The preference for B&G Boosters is easy to explain. Above 
all, they are quiet—vibrationless—no noise to ruin a correctly 
Bronze bearings Oil lubrication system designed and installed system. 

















ong to provide the Wool wicking carries up oil They are dependable—not a cause of endless and profitless 


from well and deposits it on service calls. Sturdy construction of best materials assures 


bearing surfaces. Convenient : 
oil cups moke lvbricotion faithful performance for years. 


Seti B&G Boosters are produced by a manufacturer who stands 
back of his product—who offers help in any problem of design 
or installation—and whose distributors maintain adequate 
stocks to serve your needs. 





The sales record of the B&G Booster is clinching proof that 
its superior quality and performance has never been challenged! 


Write today for complete engineering data on the B&G Booster. 


\) 
Leak-proof seal True centrifugal impeller =) ich . L L & = oO 4 % ETT 
. & eal t t 3? & 

















Balanced dynamically. 

Close tolerance between 

aul aids oun See GC @* 2 e. SS a FT 
prevents water slippage. : Dept. FN-7, Morton Grove, Illinois 


Canadian Licensee: S. A. Armstrong Lid., 
Reg U.S. Pat. Off. 1400 O' Connor Drive, Toronto 16, Ontarie 





QUALITY is our business 
.» Without any compromise 


AND ONLY | - 


GIVES YOU ALL THREE — 
T. FLEXIBLE CouPLINGs 


Regular Set Screw 
Sp.ined 





Only Guardian gives you these features— 


@ ROLL S?INNING—Ex-lusive process joins 
three components at one time—while in final o 
era ing a ignment. 

@ BRAIDED RUBBFR—Ground to abso'ute true con- 

cantri-itv. Euen’shed in BUNA-N TUBE and NEO- 

PRENE COVER. Lateral and angular alignment 

requirements fully met. 

ONE-PIECE DES'GN—Minimizes assembly and 

handling costs. Made to exact leng'hs required 


Over 5,000,090 Guardian couplings ore on 


criginal equioment. This is your assurance of 
— quality and universal acceptance in the 
eld. 


@ 


v 


2. OIL TANK VALVES 


No. 1910 B 







Check These Superior 
Guardian Features— 


@ Metal-to-metal seating. 


@ Highest quality machined bar 
stoc 


@ Grater wall and body strength. 
@ Fusib’e linkage avai'able in ali designs 
@ Valve designs for every type of installation 


3. QUIK JOINT 


Steel compression 
fittings for con- 
necting steel pipe 


Patent No. 
2,685,460 





@ E'iminates threading of pipe. 

@ Decreases cathodic corrosion and electrolysis 
@ Guaranteed for prassure up to 2000 P.S.! 

@ Allows 7° angular deflection. 

@ U.L. approved for oi! and gas. 


Write 
for free 
descr'ptive 
literature. 








PRODUCTS CORP. 


COUPLING DIVISION 


Dept. F-128 1215 East Second Street 
MICHIGAN CITY, INDIANA 
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Names in the News 


Hastings has been elected 
president, Rochester: Mfg C 

Rochester, N. Y 
He succeeds Al 


Clark I 





rm. * 
I t1 t 
was 
i 43 rs 
Hastings 





t Clark Hastings vic 
1 h rye < id ad 
vertising. H ined the f 1 1928 
working first in plant tions and 
ther sales. He is also pr nt of 
R ster Mfg. ( California, 
Pasadena 

Charles J. Sheketoff, president, 
American Coal (¢ I Hartford, 
Conn., recently was given the 1958 


award by Hartford 
Junior Chamber of ( Sheket 


mmunity af 


nding boss” 
Sommer 
active 1n 


is currently a member of the 


Campaign Advisory Committee of the 





| Community Chest 


nd retired chairman of the 


be ard 


1958 ‘**Gold 
Medal for dis- 
tinguished 
Achievement” by 
the American Pe 
troleum Institute 
Rodgers has been 
associated with the oil business since 
911 and joined Texas in 1915. He 


red as company chairman in 1953, 


o 


but continued as a director 





Jack Searls has joined Controls 
Company of America, Schiller Park, 
Ill., as manager of 
field 


ing and 


sales, heat- 
aircon- 
ditioning con- 
He will be 
located at the 
Milwaukee office 


and will 


trols 


direct 
the OEM field sales 





force. Searls has 
had more than 20 years experience in 
the controls industry and formerly was 
id vice 


sales, for White Rodgers 


director of sales for Penn ar 


president, 


Richard R 
director of advertising and 


Routh, J I beer 


sales promotion, Airtemp Div’sion, 
Chrysler Corp., Dayton, O. He had 
been in a s.milar position w th General 
Electric at Tyler, Tex. Another Air 
temp appointment concerns Marvin 


B. Smith, now director of produc 


tion programming and procurement 
James T. Downey, Grant Advertis 
ing, Inc., Detroit, is the new Airtemp 


account executive. 


William S. Howland has been ap 
pointed eastern manager of heating 
sales, Heater and 
Tank Division, 
John Wood 
Co Consho 
hocken, Pa. He 
has_ been 
ciated 


asso- 
with the 
business 
1919 and 
was with Anchor 


Post Co 


heating 


since 





When 


John Wood acquired this division 


as district manager 
Howland became a spec ial he Id repre 


sentative 


R. B. Grant has been named man 
ager of the Rocky Mountain region 
and J. T. Pitts has been named to a 
similar post in the Southwest region 
by Minneapolis-Honeywell Regulator 
Co., Minneapolis, Minn. Pitts suc 
ceeds R. L. Mallory, now sales man 
ager of Honeywell's Industrial Prod 
ucts in Philadelphia. New manager of 
the Houston, Tex., branch office is 
C. D. Adams. 
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A. F. Woods has been appointed 
general sales manager, Marlow Pump 
Division, Bell & 
Gossett C 
Morton Grove, 
Ill. He joined 
Marlow in 1947 
as a district en 
gineer and be 
came sales man 
ager in 1954 
His responsibili 
ties include all Marlow sales both here 
ind abroad 


Claude Wilson has been named 
, : district manager, Lima Register Co., 
Lima, O. He will supervise sales ac 
tivities in Colorado, Utah. Kansas. 
ind Nebraska. New manager of the 
Louisiana, Mississippi and Alabama 
listrict is Oti N Fussell He will be 
assisted by P. Van Husen and L. M 


Ragsdale 


Larry Cooper has joined Peerless 
Corp., Indianapolis, Ind, as sales rep 
resentative in northeastern Ohio and 
northwestern Pennsylvania. He was 
formerly president, Buckeye Furnace 
Pipe and Fitting Cc 


Albert W. DeChard has been 
named sales manager, Auburn Spark 
Plug Co.. In 
Auburn, N. Y 
For the past fiv 

rs he } 

manufacturers 


representative for 





Auburn. The 
X 





I Canada He 
: ? s tormerl 
| sales 1 
ger for Timke: 
Ne t Autor 
f Can 
W |} tem S 
president of the 
Oil Heat Ass 
tion of Car 


His headquarters will be in Toronto 





On low pressure 
steam systems— 


AUTO-VENT 
cutometic HUMIDIFIER 


No. 95 





Here's the inexpensive, efficient, QUIET way two keep 
the air freshened and comfortable. It discharges 1 pint 
of water vapor per hour at 1 Ib. steam pressure 

enough for 2000 cu. ft. Easy to install .. . just remove air 
vent valve from radiator and screw No. 95 in its place. 


On hot water 
or steam radiators 


automatic HUMIDIFIER 


Heavy copper twin troughs, each 
5/16” wide by 2” high are concealed 











No. 95 
42" high, 
24" diameter. 





in loops inside the radiator sections Or Faithful uses water from 


from the side. A constant water line 


radiator on hot water radiators, 


is maintained automatically in the or from nearest supply on 


troughs by a float controlled water 
valve. Patented corrugated evapora- 
tor pads extend 3” above water line 


Three sizes: 


steam installations. 


in troughs. 18", 24" and 34” lengths. 


Complete range of sizes! 


For either cast iron or copper 
convector radiators = 

lengths, 2 and 4 water troughs. 
Constructed of heavy copper, 
the water troughs are 4” wide, 
spaced 1” apart for unrestricted 
air flow. Each trough is auto- 
matically supplied with water lations, water is 
from radiator by No. 59 float 
control valve. On steam instal- 





taken from 
nearest supply thru copper tub- 
ing. Shipped assembled. 








3217 NORTH PULASKI ROAD - CHICAGO 41, ILL. 


First. major all-industry Promotion 
explained to API Fuel Oil Committee 


ts GRAM to promote oilheat in mittee Chairman, L. S. Marshman, 
1959 that could reach $3 million the new program could result in “an 
was presented at the Congress Hotel expenditure (in 1959) of approxi 
to the Fuel Oil Committee, Division mately three and one-half times that 
f Marketing of the American Petro of the year 1958 in Oilheating Mar 
it the Institute's annual ket Reports programs. This kind of 
November 10-13 money will allow us to make a real 
1 impact in behalf of oilheating.” Oil 
heating Market Reports programs in 
the same states will total well over 
$800,000 in 1958. 
It is also planned to init 
in 1959 for furthe 
ilheating equiy 
rdinating “the many in 
ects and research activitie 
way in the laboratories” 
ing equipment specialist 
M. Blickensderfes 
the Fuel Oil Committee, s 
r-old Oilheating Market ports. new Council will be set up 
n informal subscription organization, rt Operations on the 
rugged nd “vw ntinue on an expanded panded programs by the 
° ° sca nd more aggressively irrent year. He said that “tl 
Service Mn | heat promotional programs witl programs currently a 
fueling plans to more than triple the money ning stages will be nc 
spent for these in 1958 ly.” Mr. Blickensderfer p 
operations The eromotinnsl fends for the mew that. ol beat fo 0 O14 
prog! nd the ‘ouncil wi business annually and tha 
come from a voluntary lev f hal the leading share—44% 
The new EVER-TITE | «es: 2 barrel on refin ¢No,  tieasl Sal enengy Soe 
N > heating oil ld read The Fuel Oil Committe 
DUAL-POPPETED |*' ting oil. Held reads 


gain in May 1959 to rey 


FUEL NOZZLE - a be mat hed by tril we r ecommendations for th 


I I 


with controlled speed nd local dealers perative oil oil heat 


Fine engineering — ' vill be active thecumhout th $75.000 for Research 
best materials 
* 
For gasoline and oil 
service 


approved by Apt Board 
AT THE ANNUAL convent! 
American Petroleum Institut 
cago, November 10-13, an 


e 
Per Val Miaryidnd ware, tion of 9/),000 was passec 
Easy shut off eo ; 
° rs Nor I heating equipment research 
: : rol Michig hi ndiana, year 1959. This sum is not 
Aluminum construction Mets 
+ lhir nsil esot to provide basic resear 
Rigid or flexible AVLISSOUI nd ‘ashingtor ther than incidentally, but rathe 
tubes se heavily-populated states investigate the industry's needs in 
e ime & f the U total heat equipment and start the ball rolling 
All parts are completely inter- ng r over 3 barre toward their accomplishment 
changeable with parts of other nnual A high grade research consultant 
190” nozzles on the market. will be employed, along with neces 
Order from your Ever-Tite dis- 


sary supporting staff and expense al 
tributor. 


lowance to move primarily in the 
t I p ic a ptan ection of lower cost oilburning « 
EVER-TITE COUPLING CO. INC. eee recon doe oe 
254 W. 54 St., New York 19, N. Y. ne ne = a rn for the competitive 
t I rt uD nNarket 
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Carry only 4 Purolator filter refills 


for 98% 


And now is the time to protect every 
oil burner with a Purolator filter... 
protect yourself from emergency calls 
this winter — 

The fact that 4 Purolator Oil Burner 
filter refills take care of 98% of your 
oil burner installations is exactly half 
the story. There’s also this: now is 
the time to check the filter on every 
burner you service. Why? Because 
dirt is being drawn towards the nozzle 
as furnaces start up these cool nights 
—and dirt-clogged nozzles account for 
most of your burner failures. You 


stop all dirt particles as small as .0005 
of an inch with a Purolator filter. It 
actually has 5 times the dirt retention 
and flow capacity of the biggest com- 
petitive units. Give them that kind of 
protection now (it lasts at least a year 
without servicing) and this winter 
you'll be free from many of the usual 
annoying emergency calls. 

One more thing: a simple cross ref- 


Filtration For Every Known Fluid 


PUROLATOR 


PRODUCTS, INC. 


RAHWAY, NEW JERSEY AND TORONTO, ONTARIO, CANADA 


AR 


of all filter replacements 


erence chart has been worked out by 
Purolator that shows you which refills 
will fit all popular makes of filters. 
It’s yours for the asking—and the 
coupon below makes it easy to ask, 
right now. 


eeeeee eee ee eee eee eee eee eee eee 
. 


TO: PUROLATOR PRODUCTS, INC. 
RAHWAY, N. J. 


Please send me your oil burner filter 
cross reference chart. 


Name 


Title 








Company 





Street 


City_______ Zone__State 





et eeeeeeeeeeeeeeeeeeeeeee 
eeeeeereeweeeeeaeereeeeer eee eee 
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THE FIRST ONE... 


. .. you use will show you why 
ing to Delavan. There is a big d 
when you install a Delavan 

better looking fires time after 


countr 
for tha 


you Cciecner, 


THE ONLY BI-METAL NOZZLE 


perfect combination for 


Brass body with stainless st parts. The 
fine performance in nozzles. Brass gives 

down, so varnish and oi! 
greatly reduced. Stainless stee 
vide the necessary durability in those parts where wear ) factor 


heat much faster after shut- 
to high temperatures, is 


d distributor to pro- 


esianed to 


NEW DELAVAN SINTERED FILTER 
De to provide great V 
ing than 


Jer to c 


200 me 


Ask your jobber jor Delavan . . . the with 


© DELA 


Canadian Representative: Ontor Limited, 12 Leswyn Road, P, O. Box 608, 
Station L. Toronto 10, Ontario, Canada 


body and 


stainless steel metering parts. 


the brass 


nozzle 


WEST DES MOINES, IOWA 


The research grant from the Insti 
tute came as the result of recommen 
dations of a special study group ap- 
pointed by the Fuel Oil Committee 
J. L. Minner, Shell Oil Co., New 
York, was chairman of the group, and 
the members were Wiley Butler, D 
L. Barrett, Leonard Marshman, H. M 
Spade, Robert Gray, W. S. Shockley, 
C. M. Blickensderfer and Thomas 
Scott 

The Fueloil 
mittee were reelected for 1959 
are C. M. Blickensderfer, Sinclair 
Refining Co.. New York, chairman, 
Jack Becker, Becker-Marsden Co., St 
Louis, Robert 
Gray, New 


Com 


They 


ofhcers of the 


and 


HEAT, 


vice-chairman, 
FuELciL & On 


York, secretary 


Sinclair, British Company 
to develop joint Ventures 
1 Th 
Ltd , have ant 


vram in areas 


SINCLAIR OIL CORP. anc 


British 
Petroleum Co.. unced 
joint pr f mutual in 
rest. The it marks th 
he U. S. firm in the Mideast 
includes a | 


igreement 


agreeme! entr\ 


program 
ic requirements f 
luced by Br:t 


ian Gulf 


Michigan Magazine surveys 
rural home heating Fuels 
IN A RECENT SURVEY by the Michigan 
Farmer it was discovered that 30.1% 
f the state’s rural families burn fuel 
1 in their furnaces for home heating 
The largest proportion (67.79%) still 
use either coal or wood 
If the home is warmed by a heating 
stove, space heater, or circulating heat 
21.8% of use oil; 


34.5% 


er, the families 


46.7% use coal or wood; use 
electricity 

The survey indicated that 70.2% 
of the families do have furnaces in 
their homes 


December 
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Dodge September Figures 
report Construction Gain 


CONTRACTS for future construction in 
the United States in September totaled 
of 26% 
over the same month of 1957 accord- 
ing to F. W. Dodge Corp, September 


is the third month in a row to rack 


$3,215,919,000, an increase 
57 


up an increase of more than 20% over 
he previous year 
Residential building contracts to- if you're looking for 
higher profits with lower 
September 1957. Heavy engineering inventories .. . more sales 
nted to $863.415.000. with less service calls 
62%- non-residential here’s the residential boiler 
totaled $892.- for you! It’s small in size, but 
designed to do a mighty big 
as Tee job . . . and it's doggone 
WESTERN | J handsome, too. 
nt categories are com SUN... L AND it can be installed. at 
period of last year prices competitive with other 
ntial at $10.945. CLEAN types of heat. 
non-residential at : - MOUNTAIN Any questions? If so, drop us 
, AIR! : a line. 


taled $1.460.270,000. up 27% over 


months of the 


wn 39%; and heavy 


5 35.467 .01 0. up 
1959 will set a new 
n of Dodge econo 
. . 

t contracts for all 


n will total $35.6 


ise over this years 





n 

f residential con 
xpected to reach 

p 


© increase above 


$25 billion this year 


Special Train is planned 
for Pacific Ont Meeting 


ARE being made for a special Model 802 
n take members to the illustrated 

f the Oil-Heat In 

erica scheduled for 


mea HYDROLO MODELS 


n will be attached to the AVAILABLE - 
ntury Limited and pro- MODEL 800 
A special section will 92,500 BTUH NET 
ston on April 25 to meet the MODEL 802 
asap 138,750 BTUH NET 
group will travel via the Canadian 


Pacific Railroad through the Canadian MODEL 804 
ckies 189,000 BTUH NET 


Tim Loizeaux, national chairman of 


the Distribution Division, and Bob G 
Elmslie, managing director of the Oil Y MF ° C0. 


Heat Institute of Washington, are co- 1209 W. ALTA RD.* PEORIA 4 ; The 


From Chicago on 


U} 


chairmen of the convention 





DELBRIDGE 
Oil & Gas Calculator 


Stop figuring fuel oil charges the old- 
fashioned, long-hand way! No more 
errors—no more dissatisfied customers! 


Figure fuel oil charges fast—easily 
accurately—with the DELBRIDGE Oil 
& Gas Calculator! Total amount of sale 
is pre-calculated for you without laborious 
long-hand figuring and errors—simple 
as finding a phone number! 


Covers prices from 5¢ to 35¢ per gallon 
by steps of 1/10¢. Shows gallonage from 
1 to 250 gallons by steps of 1 gallon 
then to 5,000 gallons in easy steps 


Durable, long-lasting leatherette metal 
ring binder. Only 54" x 6'4"—fits easily 
in coat pocket. Guaranteed accurate by 
Lloyd's of London. Only $5.00 each 


Try the DELBRIDGE Oil & Gas Cal- 
culator for 10 days. . . without obligation! 
Prove to yourself how it can save time 
... cut down costly errors. Mail coupon 
for FREE 10-day trial. Send no money! 


FREE TRIAL COUPON! 


DELBRIDGE CALCULATING SYSTEMS, INC 
2502 Sutton Ave., St. Louis 17, Missouri 


Send the DELBRIDGE Oil & Gas Calculator 
without obligation! We will approve your invoice 
for $5.00 (plus postage) within 10 doys if we 
decide to keep the Calculator. 
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Boiler and radiator Manufacturers 


take a Look at electric Heating 


yn on the hyd 
principal t 
annual meeting 

of Boiler and Radiator 
ers. The gathering took 
view Country Cl Ab 
J.. November 1 


mber 


semi 


neral session 


1 
gs on the 


xamined 


presentation to 
ge. More empha 


roni 


Seeley also remarked tl it while 
heating accomplishes savings 


installation of thick insula 


sim lar or even Detter Savings 


accomplished with the same 


Pipe 


by 


and could be real tough 


Ce 
$47 


56.35 


220.50 


$324.75 


installer in 


1958 


insulation and ; ronics sy) 
Harold Massey, 
Manufacturers Association, 


th 


¢ material his organizati 


stem 
Gas Appliance 
reviewed 
n has com 
piled on electric heating competition 
He stated that there is no doubt but 
what electric heating is here to stay 
competition 

Bert FueLoiw & On 
HEAT, reported highlights of Ele< 
tric Heat & 


which 


Dunphy, 
in 
Airconditioning survey 


estimates that ther 


just over half a million 
untry completely 
This form of 
family $124 


tricity 

iverage 

winter season 

by the fact that 55% 

heated homes are in 

>in the West with heavy 
the Pacific Coast area 


discussion ns 


questi 2 | 


from the floor, a motion was passed 
recommending the appointment of 
of 


talent to collaborate on 


committee engineering and sales 
ollection 
ind dissemination of 


abe 


dronic heating. The committee would 


information 


ut the positive sales features of hy 
work closely with Better Heating & 
g Council in this eff 

November 12 a rey 
Warren S. Harris, Un 
llinois, told of the pr 
research undert 

Ill., for the BR. He reveal 
the new resear h res i I 
will be ready for 
inuary, whereupon 
gram will explore hydr heating 
and cooling 

Prof. Harris told of an interesting 
experimental installation being tested 


in the 


old research residence, using 
soft copper tubing and the minimum 


number of fittings 


The one-pipe cir 


Copper Tubing 


rst Quantity 
323 ft 
85 


24 hrs.* 


Cost 
$64.26 

23.47 

84.00 


90 


$171.73 
new I-B-R Research Home 


December 





You are in every one of these pictures! 


When you sell Mobilheat, you get a “‘behind-the-scenes”’ 

partner who’s always working to put across your sales story 

Mobil provides ads for your daily paper. Direct mail letters 

for your best prospects. Radio commercials that feature you 

as home heating headquarters. TV messages that make 

you known and liked in your area. Even more . . . you get e 

the benefits of a complete business counseling service that sy tele) i heat 
can improve your entire operation. Work with Mobil . . . SOCONY MOBIL HEATING OIL 
and let Mobil go to work for you. 


SOCONY MOBIL OIL COMPANY, INC., and Afbliates: MAGNOLIA PFTROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 





= 


me annew [hatcher 


WINTER AIR CONDITIONER 


When the wraps are taken off the new 

Thatcher Warm Air Furnace, you'll recognize it as 
your prize home-heating package of the year 
Soon to be presented to the heating 

and building industries, it features 

an improved method of heat transfer that 

gives more heat—from a smaller-sized unit. 


it’s designed to add value to any home on the basis of... 
ECONOMY « COMPACTNESS « ATTRACTIVENESS 


WATCH FOR IT! 


On display at BOOTHS 6 AND 8 
14th International Heating & A. C. Exposition 
Convention Hall, Philadelphia » January 26-29 


Thatcher 


FURNACE COMPANY 
GARWOOD, NEW JERSEY 


Boliers ¢ Furnaces e Air Conditioners 











.... |-B-R meeting 
culating hot water system uses 44” 


> 
A” circuit 


ra 


copper tubing trunk lines, 


” 


mains and 34” and %4” radiator 
mains. The distribution lines from 
the boiler are nailed securely to the 
joists with U-straps and, wherever 
possible, the tubing is bent rather than 
connected with fittings. In general, 
the only fittings used are specially 
adapted orifice tees and radiator con 
nections. Here unions are recom 
mended to facilitate possible service 
The table shows comparative instal 
lation costs for a system using iron 
pipe and for the new experimental 
system still under test and using cop 
per tubing as described above 
After Robert E. Ferry, 1 gen 
eral manager, had delivered his report 
n Institute activities, Virgil A. Good, 
Burnham Corp., Irvington, N. Y 
ind I-B-R chairman, introduced tl 
Pp f a proposed merger of I-B-R 
and the Steel Boiler Institut 
vealed that meetings have 
by a joint committee sin 
‘ar and that there app 
agreement. R 
si were 1n 
ded and fr 
was conclud 
1 number of facet 
d. However, tl 
ipproval of a m 
members of both groups | 
cision to continue the comn 
effect a merger 
Arthur Wale 
utlined the 
Heating and C 
xplaining tha 
day “how to” 
and installati 
systems. They 
s foll 
in. 13-15 #Washingt 
ur 2 Richmond 
ur 2 Huntington 
Feb 3 New Haven 
Feb. 1 Portland, Me 
Feb Garden City, N. Y 
Mar 3 Boston, Mass 
Mar. 1 White Plair N. ¥ 
Mar. 1 Philadelphia, Pa 
Mar. 31-Apr Ch‘cago, Ill 
Apr 9 Minneapolis, Mi 
Apr. 1 6 Milwaukee, Wis 
Apr Grand Rapids, Mi: 
May Buffalo, N. Y 
May Cleveland, Ohi 
May Detroit, Mich 
May rs Prov.dence R I 


June Harrisburg, Pa 


June 16-18 Newark, N. J 
June 23-2 Springfield, Ma 


J 
J 


December 
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/F YOU SERVICE All MAKES 
YOU NEED SID HARVEY'S 
REPLACEMENT PARTS 
With Built-In Peace of Mind 


Sid Harvey’s has the Replacement Parts you 
need, both new and Sid Harvey Rebuilt. 


All Makes —All Models 
EXACT REPLACEMENTS 


No piping changes, No wiring changes, No 
wasted time, No temporary hook-ups. 


IMMEDIATE EXCHANGES 


There’s no waiting, you get the part you want 
—when you want it, from Sid Harvey’s huge 
stock of rebuilt units. Mail orders shipped 
same day received. Every unit packaged and 
labeled for convenient handling. 


PRIMARY CONTROLS a 3 COST LESS 


Sid Harvey's Rebuilt Replacement Parts look 
like new, perform like new but cost about half. 


BUILT-IN PEACE OF MIND 


MOTORS ~ Every Sid Harvey Rebuilt Unit is completely 
re-manufactured and modernized to make it 





the equivalent of a new unit—or better. You 
install it and forget it. 


- a aS 
3 BS 





Fully described in Sid Harvey's 
catalog. Write for it 

on your firm's letterhead. 

It’s FREE to the trade. 








CIRCULATORS 


HEAVY OIL 





VALLEN STREAM, BREW NORK 


PRE-HEATERS AVAILABLE AT ALL SID HARVEY STORES 


eloil 
: 





. ... LB-R meeting 


In addition. schools will be held at 
the following locations. Exact dates 
will be announced later 


OILE 


Rust Raider Liquid Boiler Cleaner 
quickly removes ond destroys rust 
end scale. No draining or flushing 
required. Rust Raider reaches all of 
the hecting system. insures instent 
heet ot oll radiators. Rust Reider 


preserves metol ond — further 


REPAIRS LEAKS IN STEAM 

WOT WATER BONERS 

e-—- 

— 

Quick and easy to use .. . add Liquid 
Boiler Solder Seal to the water in the 
heeting system as directed on the 
cen. Liquid Boiler Solder Seal quickly 
ferms oc rugged bond thet restores 
heating systems to lasting, steady 
service. Contains no meaotericls that 


will impede circulation .. . no acids 
te demoge any port of system. 


AT YOUR P G H WHOLESALER 
RADIATOR SPECIALTY COMPANY 


CHARLOTTE, NORTH CAROLINA 
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STOPS AND SEALS LEAKS | 
PBOUGHOUT ENTIRE STSTEM 


Thousends of new radient hecting 
systems ere being instailed through- 
out the country! This new method of 
hecting is becoming increasingly 
populer .. . end here is your oppor- 
tunity to “cash-in” on extra profits! 
Sell Type R-H Boiler Solder Seal for 
ell new instolictions as well as old. 
it seals and protects against all leaks 
with e rugged bond. 


“QiLE NE 
R CLEA — 


Boiler Lax powdered concentrate gives 
test, long-lasting results . - quickly 
knocks owt rust, grease ond scale in 
one operction no dreining or 
flushing. Stops foaming, priming and 
surging. For new insteliations 

one treatment protects parts for an 
entire season 


HEATING BOILERS 





b 


Americe’s leading boiler repair com- 
pound. POWDER BOILER SOLDER 
SEAL, quickly and dependably, seols 
boiler leaks and forms co rugged bond. 
Resists the same heet and pressure 
thet the boiler itself will withstand. 
A quick, sure repair for leaks in 
steam ond hot water systems ‘ 
even repairs leaking pipes and radia- 
tors 





[OUR CATALOGUE LISTS OVER 600 
RUBBER AND CHEMICAL PRODUCTS 
Ask for your copy today! 





During July and August 
Spokane, Wash 
Seattle, Wash 
Portland, Ore 
Denver, Colo 
Lincoln, Nebr 


Ames, Iowa 


On the final day of the meeting, 
also there was a report from Frank 
lin Greene, executive director, Better 


Heating-Cooling Council 


Heating-Cooling Council 
reports on Promotion 

A BUSY YEAR—the third for the Better 
Heating-Cooling Council—was out 
lined to members and guests in a three 
day session in New York, November 
17-19. The last day was given to a 
work shop session to teach the more 
effective use of the promotion material 
being released to the Hydronics heat 
ing industry. 

Council President John H. White 
of Taco Heaters, Inc., said BHC had 
opened new markets for hydronic heat 
ing and cooling in areas formerly 
dominated by competitors, and he 
traced the industry's expansion int 
Midwest areas 

“The most dramatic evidence of 
these advances has come from recently 
formed local Better Heating-Cooling 
Councils in Chicago, Milwaukee and 
Cleveland,” White pointed out, “In 
every case where these and other local 
groups have joined with the national 
BHC, promotion of hydronics sales 
have increased.” 

According to Marvin Mitchell, 
Weil-McLain, chairman of the BH« 
Plans Board, the “Giant Step” for 
1959 consists of a continuation and 
expansion of present activities in the 
ooling field, 


plus entirely new programs to pr 


residential heating and 


mote the commercial-industrial use of 
boiler heating; help wholesalers in 
their promotion « f hydronics, and 
initiate a program of marketing aids 

John W. McIntosh, president of 
the Milwaukee Better Heating-Cooling 
Council and district manager of Na 
tional-U. S. Radiator Corp., outlined 
the promotional activities of the local 
chapter which now covers much of 


Wisconsin. 
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Klein Oil Company System 
Gets High Performance Design — 
plus Minimum Operating Cost! 


Klein Oil Company’s Plymouth, 
Indiana bulk plant was planned for 
profits from “the ground up.” Cof- 
field Supply Company, of South 
Bend, engineered the system to get 
extremely low operating and main- 
tenance costs: here’s how — 


Short-Run Piping Cuts Losses 


The storage facilities consist of two 
15,000 and two 20,000 gallon, 
above-ground, tanks. The critical fuel 
handling operation was accomplished 
by using four 3” Marlow, self-prim- 
ing, pumps. The 3” piping system 
was laid out using minimum lengths 
of line, elbows and valves to hold 
friction losses to a minimum. This 
increased efficiency and cut power 
requirements 


Double-Duty Pumps Used 
Because Marlow self-priming. pumps 


are used in this installation, the same 
pumps that are used to load retail 
delivery trucks are also used to un- 
load transports! While the loading 
rate is 160 G.P.M., transports are 
unloaded and stripped of all fuel at 
200 gallons per minute. Double-duty 
Marlows reduce original installation 
costs. 


Low Maintenance Costs Anticipated 


These dependable units maintain full 
factory efficiency over the entire life 
of the pumps...there’s no metal-to- 
metal contact and no parts to wear 
out. Years of trouble-free service are 
built into every Marlow Pump. 


Marlow builds a complete line of 
pumps for every petroleum market- 
ing need. For complete information, 
write today for bulletin PM-06 and 
the name of your Marlow equipment 
distributor. 





. DIVISION OF 


BELL & GOSSETT CO. 
Midland Park, N. J. 


Longview, Texas Morton Grove, Illinois 
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NEW . 
SOOTMASTER 


Furnace Cleaner * 521 
WITH DISPOSABLE FILTER 
There's no outside bag to worry about...no 
bag that you have to empty...with NEW 
SOOTMASTER. This new kind of furnace 
cleaner has a super-efficient disposable filter 
with throwaway bag inside the tank. Double 
filtering action guarantees cleaner cleaning. 
Light weight. Easy rolling. Preferred by pro- 

fessionals. 


6. E. & PREMIER OWNERS! 
SOOPMASIER Fier Une COMMERE 
tHrowaway sac: to this... 


ELIMINATE OUTSIDE BAG 
MODEL FU-I1A 
Same Filter Unit as SOOT- 
MASTER Cleaner especially de- 
signed to fit in the tank of 
G.E. and Premier Furnace 
Cleaners. Eliminates outside 
bag. Provides safe, sanitary 
way to dispose of soot and dirt. 
Filter Unit complete with 10 
throwaway bags and quick- 
release "e cord 





Model UC-IA 
Brand new suction motor 
unit plus FU-1A dispos- 
able filter unit assures 
quiet operation. Fits G.E. 
and Premier Cleaners. Big 
economy replacement; 
Guaranteed $54.50 











Dust bags and hoses for YOUR 
all industrial models. 

Order from your jobber. 
Jobber inquiries invited. 


TANK 


y 
Distributed in Canada by Imperial Refractories 


MASTER-CRAFT 
SUPPLY CO: 


Greater Philadelphia Fuel Conference 
sponsors Workshop on credit Problems 


M RE THAN 200 dealer-members 
f the Greater Pl 
— Cor 


iladelphia 

Fuel ference recently attended a 
rkshop held 
linner meeting in Philadelphia 


R. A 


nyunction 


Coleman Co. divides Sales 


into 3 marketing Divisions 
rganization of T] 
. Wichita. Kan.. has bee 
nto three marketing divisions. 
Moore, Jr., is general man- 
Home Heating and Air 
A. O. Beyer is 
of Outing Products and R 
Mobile Home Heating and 


ning Division 


Moore is a member of the C 

board of directors and had 

rector of marketing services. Working 
with Moore are A. M. Castello, mer 
chandise manager; R. G. Rankin, sales 
manager; Walter L. Lewis, adminis 
trative manager; L. Brady Myers, ad 
vertising and sales promotion manager 
and Edward G. Johnson, service man 


ager 


Koven marks Anniversary 
with Jersey factory Purchase 
A NEW PLANT in Dover, N. J. has been 
bought by L. O. Koven, & Bro., Inc., 
The purchas l 
the company’s 7 

The former 


Jersey City lebrates 

th anniver 

Americar 

plant has 132,000 sq. ft 

perations will 
Koven 

. water | 


equipment and st 


Gustav H. Koven, president 
f one of the original 
-en the managing 


for more thar 


Big burner Shipments fall 
below year ago Ont Figure 


SEPTEMBER shipments of commercial 
industrial burners fell below the sam 
month of 1957 by 14% i 

the Market Research Dey 
Oil-Heat Institute of An 

York. Figures for the first nir 


17,388 or 14% bel 


510 for the same peri 
Shipments for Septem! 


ind size of burner are 


HORIZONTAL ROTARIES 
Over 24 to 8 
Over 8 to 3/ 
Over 30 to 10 
Over 100 
TOTAL SHIPMENTS 


GUN BURNERS 


Over § to 30 

Over 30 

TOTAL SHIPMENTS 
MECHANICAL ATOMIZING 


30 and over 
TOTAL ALL TYPES 
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at Lower Prices (4. 


Here’s the biggest value in Water Relief Valves today. 
The new No. 39 series of Thrush Water Relief Valves have 
high capacity, backed by the Thrush reputation for quality 
and dependability . . . and they are low in price. They have 
high-lift, heat-resistant silicone seats with special heat- 
resistant diaphragms. The bodies and working parts are all 
brass. These new valves are made in two types. 


1. FOR HOT WATER HEATING 


The No. 39, without lever, and the No. 39L, with con- 
venient testing lever, are designed for use on Hot Water 
Heating Systems. The diagram at the right shows either 
of two suitable places of installation. These valves are non- 
adjustable and factory set to relieve at 30 pounds pressure. 











2. FOR DOMESTIC HOT WATER HEATERS 


The No. 39H, without lever, and the No. 39HL, with 
lever, are designed for use on domestic water heaters. They 
are nonadjustable but can be set at the factory for any 
specified pressure from 45 pounds to 150 pounds. These 
valves will provide safe and positive relief from excessive 
pressures. You can install them with confidence. 








See your wholesaler today or write 
Department C-12 for more information. 




















nh. a. THRUSH « company 2g 


Siematien Ge No. 39 HL installed 
PERU, INDIANA on a domestic hot water heater. 





SHOWCASE OF 
THE INDUSTRY 


. ; 


14th INTERNATIONAL HEATING & 
AIR-CONDITIONING EXPOSITION 


a pepe 


Convention Hall Philadelphia 
January 26-29, 1959 


Auspices ASHAE 


New products... 
cost-saving ideas... 


new industry methods... 


They're all at the Show 


Get up-to-the-minute facts from informed rep- 
resentatives of 450 leading manufacturers. 
You'll be reinforced with new ideas and know- 
how that will have important applications in 
all types of industrial and domestic establish- 
ments. 


Make your plans to attend, now. Write the 


Exposition today for advance registration and 
hotel information. 


14th INTERNATIONAL HEATING & 
AIR-CONDITIONING EXPOSITION 
480 Lexington Avenue, New York 17, N. Y. 


Management: International Exposition Company @ 1260 





LETTERS 











THE UNIVERSITY OF THE STATE OI 
NEW YORK 
The State Education Department 
Albany, N. 7 

Editor 

The September issue of FuELom & 
Om Heat has come to my attention 
On page 32 I note the article cap 
tioned “New York State to start burn 
er training Classes.” 

You should know that the statement 
in the first paragraph, viz., “under th 
auspices of the New York State Board 
of Education,” is in error. The New 
York State Education Department 
does not conduct training classes 
such, but it assists and coordinates ap 
prentice and occupational extension 
classes when they are given by local 
public schools. This Department als 
prepares certain instructional materials 
for use in the public schools when thé 
need for training exists in a local com 
munity and a sufficient number of in 
dividuals are interested in the training 
program, Consequently, whether or 


not a training program for a speci 


} 


trade is offered in a community is al 
ways the prerogative of local boards 


f education 


In light of the foregoing, I hop 
that you will correct the misstatement 
A number of inquiries already have 
been received requesting information 
ibout the localities where the training 
will be given. I might add that the oil 
burner course material is not yet avail 

ble for distribution. 
Berton P. Plummer 
Acting Chief 


James O. Kemm writes Book 
on Petroleum for Marketers 


“LET'S TALK Petroleum” is the name 
of a new book written by James O 
Kemm, executive manager, Oklahoma 
Petroleum Council. The book is ad 
dressed to all who are in the market 
ing end of the oil business 

The book contains facts about the 
drama of oil, and has been published 
by the Mycroft Press, Springfield, Mo 
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“We put New Gulf Solar Heat in the 


. x 4M 
hothouse and raised profits 
says Foss Sturdy, mgr., Latour Fuel Oil Co., Saranac Lake, N. Y. 


‘“‘A HOTHOUSE, with its round-the-clock 
burner operation, is one of the best cus- 
tomers a heating oil dealer can have. That 
is, if you don’t get too many service calls 
cutting your profits. 

“Well, we thought we were doing OK 
when we established a schedule of check- 
ing the equipment only once a month. 


“But along came new Gulf Solar Heat 
and now we check the hothouse burner 


only twice a year! Even then the installa- 
tion requires very little attention.” 
That’s new Gulf Solar Heat for you. 
Truly a revolutionary new kind of heating 
oil that burns so clean, it practically elimi- 
nates service calls . . . and adds to profits. 


Find out how you can run a more prof- 
itable operation with new Gulf Solar Heat. 
Call your nearest Gulf office for complete 
details. No obligation, of course. 


Go one better—Go Gulf 


SOLAR HEAT 


heating oil 
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Winter Air 
Conditioner with — 
Optional Accessory 
Return Air 
Cabinet installed. 








LUXAIRE SETS THE PACK GN DESIGN ... AND PRICE! 


OBJECTIVE: Design superior fimaces and air conditioning units 
Oil Winter Al Bewall that are uncomplicated and ar@ adaptable to cost-reducing, vol- 
i inter Air P . ° . : 
Conditioner has ume production — while proviling every desirable quality of 
Fhe wnat eg nar compactness, appealing styling) top performance, trouble-free 
actory Firebox. ‘ ; ; 
operation and easier installation. 


Winter Air RESULT: Today’s Luxaire Heating and Air Conditioning Units 


Conditioner with lead with these advancements, and more. For Luxaire Units are 
jenum-Type 


Cooling Coil. also heavily constructed, with weight applied where it counts — 
to the heavy gauge Heating Elements and to the rigid Cabinets. 


Thus, Luxaire is able to transfer production savings on fine 
products into lower prices for you! 
Assembled . . . Wired at the Factory And you no longer need to decide between excellence and a 
low price. For Luxaire gives you both! 
Gas Winter Air Conditioners and Counterflow . 
Units — 75,000, 100,000, 125,000 and 150,000 Btu See your Luxaire jobber, today ! 
Input . . . Oil Winter Air Conditioners — 78,400 
Btu ... Ready for connection to fuel line, electrical SEE OUR DISPLAYS: Home Builders (N.A.H.B.) Show . . . January 18th-22nd 
supply, ducts and thermostat . . . 14- and 16- Chicago Coliseum .. . Spaces 736, 757, 775, 777 
gauge heating elements . . . Available with high a Se a eae ae 
gir deliveries for year ‘round air conditioning | 














é EXCELLENCE FOR EVERY INSTALLATION 


if Bu: : Bol 


Horizontal Contgation 
Basement Type Counterflow Gravity Furnaces : ear ‘Roun 

Winter Air Units and Utility Furnaces 4 Oil Burning —— = a... Air Conditioning Water Cooled 
Conditioning a aed — — Sizes py oes 5 Sizes cae ry 2 = P ot 7 : 

its. so il. as il. 4 Gas Burnin a i umm i 
either Gas or Oil. asta gs “Sines " Water Cooled. pce pe | Assemblies available 
Burn either Units. 3 an with Duct or Plenum 

Gas or Oil. 5 Tons. Type Cooling Coils. 


C. A. OLSEN MANUFACTURING COMPANY . .« etvria, ono 
e 





Air Cooled Add-On 
wmmer Air 
Conditioning Units. 
3 and 5 H.-P. 
Compressor- 
Condenser 


HEATING & AIR CONDITIONING UNITS 
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THIRD OF A MODERNIZATION SERIES 





Burner Replacements keep Customers 


Bursaw Oil upgrades customer's Oilheating, painlessly provides Savings and Comfort 


by William J. Stein 


clean house.” 
xpression of David V 
lheating division of 
Salem, Mass 
nt ont 


th Shi re 


— F WE WANT TO BEAT competitive 
fuel have t 
That was t 


explain that 
area of Bos 
ther areas, many home- 
ising oilburning equip- 
wasteful and not 

r heat. He said he felt 
nsibility of the indus 
inefhcient heating 

1 to modernize and cor 
nt to a point where it 
for this program is 
sized by the sales activ’ 

| gas utility, constantly 

r the potentially discon 

r. To the utility the 

-rson wit! fhcient oilheating rep 
target for conversion 
ustomers are the start 
s campaign. To illus- 
th related the practices 
0. engages in to 


unts as satisfied | ng 


100 service accounts 
yets an annual check. 
k. after all adjustments 
service man makes a 

mperature test. The 
tests are tabulated on 

ich comes to Smith's 

y he obtains the names 

mers whose equipment 
me way. 

pletion of the first series 

1957, the average COs 

. figure which showed 
improvement 

se equipment showed 
mbustion conditions or 
some personal dissatis- 


listed first for visits and 


David V. Smith, manager, Oil Heating Div., Bursaw Oil Corp., Salem, Mass., is shown 
conferring with Bill Bursaw, president. Oilburner modernization is on their minds. 


surveys by Bursaw's salesmen. These 
men were trained to locate the sources 
of the trouble and offer a program to 
remedy the situation. Smith indicated 
that many of these trouble jobs were 
burners installed after World War 0. 
Their program entails the replacing 
of the combustion chamber with a new 
insulating firebrick chamber. Then the 
boiler is drained and cleaned to re- 
move scale and rust. Where possible, 
the existing burner is modernized by 
replacing its air handling parts with 
a Shell type head and a delayed action 
oil valve. The heating load is accu- 
rately figured and checked. The nozzle 
is sized to the load and the combustion 
chamber is properly sized to the nozzle. 
At this point, Smith injected the 
thought it was his experience that 
about two-thirds of all these burners 
originally overfired 
The draft, cver the fire, is corrected. 
Then the serviceman adjusts the burn- 
er to its highest efficiency. At the com- 
pletion of the job the serviceman again 


tests the combustion and records the 
CO2 reading and stack temperature 
Within two weeks, the salesman, in 
dependent of the serviceman, again 
checks the burner for verification. If 
there is a discrepancy in the readings 
of the tw 
job to 


tion. Once satisfactory readings are 


), Smith personally visits the 


determine the exact situa 
achieved, the job is still watched for 
oil consumption. A notation is made 
on the customer's oil use card. If there 
is any deviation from the anticipated 
improvement, the case is called t 
Smith's attention for further check 

The purpose of the continued check 
is to assure fulfillment of the guar- 
antee originally made to the consumer 
The importance of this lies in its rela- 
tionship to the way the job was sold 
originally and to the method of financ- 
ing the payments for the job 

The original modernization, pre- 
viously described, is sold to the cus 
tomer for $5 per month for 36 months, 
or a total of $180. Bursaw accepts the 


4| 





- « « . Burner Modernization 


customer's note for this amount which 
is discounted for $158. 

The sale of these modernizati 
programs is greatly facilitated by t! 
guarantee. Bursaw Oil Co. guarantees 
these people a saving of $5 per month 
for 36 months. Of course, this assumes 
that Bursaw continues to furnish tl 
service and oil for the customer 

To care for possible failure of guar 
antee, $15 out of each sale goes int 
a contingency fund. Smith said that 
during the 1957 season Bursaw did 
50 such jobs which performed bett 
than the guarantee in every instanc« 
A detailed survey of this work 
vealed a fuel saving of from 20% t 
37% with a median saving of 28% 

The average cost of these jobs for 
the time, materials and contingency 
reserve is figured at about $100. The 
fore, it can be seen that the perforn 
ance of this work is not unprofitabl 


Replacing obsolete Burners 


In addition to the basic moderniz 
tion program Bursaw has a prog! 
to replace an obsolete oilburner v 
a complete new burner that has a S$ 
type head. This job, less controls 
done for $25 more, or $205, wl 
amortized over 36 months. W] 
trols are inadequate, proper 
are installed for an additional cl 

In several cases the difficult 
tended into the boiler. During the 
season, the first year in Bursaw’s n 
ernization program, they mad 
boiler-burner replacements. In 
cases, the cost was financed 
customer directly with the bank 
a five-year period 

In all cases involving modernizat 
Bursaw’s guarantee has been 
conservative side; namely, they assured 
a $60 annual fuel saving for thr 
years. However, in commercial inst 
tions the guarantee varied. In the 
cases the customer was assured of 
15% fuel gallonage saving equated t 
a degree-day figure similar to the bas 
year. 

Smith noted another element of the 
guarantee program. For certain small 
users of fueloil (under 1,600 gallons a 
year), the $60 a year guarantee did 
not apply. In these cases the guarantee 
was drawn at a 20% savings of the 
previous year’s fuel use. 
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Here are three modernization jobs done 
by Bursaw. Besides correcting heating 
system and burner installation deficien- 
cies, the modernization increased oper- 
ating efficiencies. Note these examples. 
Bursaw effected a 20% saving for the 
home in the upper left picture; the home 
in the upper right used 1,743 gallons of 
tueloil last season compared with 2,449; 
the home to the right has a “K" fac- 
tor now of 3.6 and it used to be 5.1. 


ind fuel 


this was an eff« 
ustomers who were pre 
iken away with offers of buy 
ing fuel at a disccunt. As a matter of 
fact, Bursaw’s salesmen have made it 


a point to specifically go after these 
accounts 

To encourage a satisfied customer 
relations program, Bursaw Oil Co. will 
provide a free engineering service for 
its accounts on problems relating t 


heating or domestic hot water. This 





ilso include some miu 

ments without cost Tl e purp 
this is to anticipate problems 
accounts pleased. 

During the first year in this prograt 
although he did about 50 m 
tions, plus a series of burner and 
replacements, Smith maintained that 
he only scratched the surface. He esti 
mated that about two-thirds of the 
homes using oil heat in the North Shore 
area could stand some modernization 

Bill Bursaw, the head of the firm, 
contends that it has been his firm's goal 
to build its business with satisfied cus 
tomers who, because they get the most 
for their money, remain as customers 
for a long time. The program of mod- 
ernization and replacement undertaken 
by this firm is one of the supporting 
features of this basic program 
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Unorthodox 
Oilburner! 


Connecticut Inventor 
uses unusual Ideas 
to obtain spectacular 


laboratory Performance 


Schulz 


have not, 
} those 
FUELOoIL & Om HEAT 


1 


ily interested in mat 


he eyes of 


heres still a glint--in 
to light up at the 
ew and meaningful 


pments in the field of 


ibly then, because mes- 
ssage came in from de- 
s about highly unusual 


6 


An air-heating arrangement in the laboratory. including the unusual oilburner with 

its flame completely enclosed, suitable heating surfaces, and a circulating blower, 

this set-up gives ideas related to how the oilburner might be used in a forced-air 

furnace made for house heating. At the left is inventor Richard J. Waller: assisting 
him is his son, W. J. Waller. 


s D. Buckley, wl 
late of the W 
Within minutes, the it 


ilburners in 


rs St aked 
up good eyefuls of the 
the laboratory, some in operation 
First question: Is the burner one of 
the seven types of automatic burners 
well known to oilheating specialists 
for many years because of their wide- 
spread use, or is the Waller burner a 
variation or adaptation or improved 
form of one of these seven types of 


burners? 


The answer to that 
“No.” 


sembles, not even slightly, any of the 


is an emphatic 
for the Waller oilburner re- 


seven types whose identity is estab- 
lished 

Second question: How does the 
burner differ from the known types, 
widely used years ago or now on auto- 
matic installations? 


performance we sa\ 
(Waller has made 
1944, t btain 


tection through applyi: 


ing in 


related to the design of 
Quite a few points of 
were obtained from a study 
burner in a self-contained form 
needed no air under pressure from ex 
ternal sources, and which can be seen 
in an accompanying photograph hav 
ing a caption that indicates it has an 
8,000 rpm motor. 


The only motor-driven part of this 
burner is its high-speed blower, plainly 
needed to provide air under pressure 
considerably higher than usually is 
used the 
Btu 
per hour. Plainly also, this air under 


in domestic oilburners of 


same maximum input of 50,00‘ 


the uncommonly high pressure, for a 
burner of this size, has much to do 
with the handling of the oil 
burner. 


The Waller burner differs from the 


in the 
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Waller burner in a horizontal version 
has hourly Btu input from 5,000 to 50,- 
000. Universal motor that drives the 
blower has a shaft speed of about 8,000 
rpm, thus produces appreciable air 
pressure. The burners in the laboratory 
used air pressure from 5” to 30” of 
water. The inventor of these burners 
favors the use of an ignition system 
which includes a line-voltage electric 
heating element, instead of the jump 
spark used conventionally in oilheating. 
He favors the use of highly unusual com- 
bustion-safety controis—he employs one 
device, which has a heat-sensitive bi- 
metal element that causes a switch to 
open and close, for monitoring both the 
ignition system and the oi! flame. 


This one-inch, flexible metal tube is the 
only "chimney" needed by the air-heat- 
ing arrangement in the laboratory! All 
of the products of combustion from the 
oil flame travel outdoors through this 
little, metal tube. When it was photo- 
graphed, the arrangement was fired by 
a flame of 50,000 Btu per hour input. 
Its maximum Btu input is 65,000 per 
hour; minimum is 10,000. An important 
feature of the burner is the wide range 
of its Btu input, which for this particu- 
lar model is six and one-half to one. 
Ease with which flame size can be 
changed is another important feature. 
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. . « « Unorthodox Burner 





Robert Gray, editor, Fueloil & Oil Heat, discusses burner with Richard J. Waller 
(right) Connecticut inventor. The two men at the left of the picture are Hal Kimball, 
Hartford, Conn., advertising executive, and Bill Briggs, Valley Oil Co., Middle- 
town, Conn., who arranged the visit to Waller's laboratory at Beacon Falls, Conn. 


established, well-known, itomatic be done by an automatic device 
burners both in its type of ignition The unique and truly excellent com 
system, and in its performance start- bustion provided by this burner causes 
ng uy ld its spectacular laboratory perforn 
Instead of using for ignition the which has awed observers and causec 
igh-voltage jump-spark which almost them to spread word that the inventor 
ll d I f domesti ilburners seems to have reached a new high wit] 
find st advantageous, Richard J] respect to combustion exceedingly 
Wal ploys for ig 1 | clean and complete, and of unusuall 
volt ting element that and exceedingly high temperatures 
glows at red heat. Watching starting The excellent combustion which thé 
irner, One gains the idea inventor attains seems to be the re 
tl ressive heating element sults of intensive and successful efforts 
rves tor preheating of parts of the to vaporize or gasify the oil to an al 
ll as for igniting th most infinite degree, as a first { f 
I processing it within the burner equip 
Two-stage Start-up ment, with the result that the final and 
main oil flame is form 
A burner start up has, in f t. tw hydr arbon gases well mixed with air 
ges. During the first. parts of the Observing the flame brings out that 
burner are being heated by tl m it includes combustion air exceedingly 
bustion of fueloil seemingly at a rela well mixed with the already vaporized 
tively low rate, and perhaps by energy fueloil. 
red-hot element of the igni The observer gains the impression 
that seldom if ever before have the 
T val to the second stage, benefits of catalysis been applied as 
10rmal operation of well to oilburning equipment of low 
ll it capacities. The presence of incandes 
levice must be switched cent refractory material within th 
terent from its starting burner, perhaps well wiped a1 wept 
In a versior . a burner by gasified fueloil, seemingly gains 
t is iting, of these invaluable benefits 
switch in positions will The excellent results show up in thi 
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Developed for commercial use, for heat treatment and similar applications, this 
vertical version of the Waller oilburner, demonstrated here by W. J. Waller, has 
minimum hourly Btu input of 12,000, and maximum of 60,000. 


rs ability to produce a COs 
ling of up to 15.4% during labo 
tory tests, with no oxygen and no 
irnables in the products of combus 
Instead and amazingly, for spe 
1 to heat treatment 
metals, t burner can be adjusted 
carbon monoxide 
Instead of chimney, a one-inch 
serves one labora- 
set-up for conducting products of 
nbustion outdoors. This can leave 
ir furnace” horizontally, 
it needs n upwards slope related 
usual need for draft. 
An adaptation of this Waller burn- 
r for a forced-air furnace probably 
uld need a furnace of entirely spe- 
cial design. The 


ratory do 


burners in the labo- 
not seem suited for firing 
usual furnaces designed for usual oil- 
burners; the flame sounds these burn- 
be best quieted 


f furnace combustion 


ers produce may 
through the use « 
spaces literally hermetically sealed. 
Along with having these highly un- 
usual about oilburner design, 


ideas 


Richard J. Waller has highly unusual 
ideas about oilburner safety controls 
His burner does not use, or adapt eas- 
ily to, the type of primary control 
commonly used for domestic burners, 
for gun burners as examples. 

For his burner, Mr. Waller uses a 
heat-sensitive monitoring device which 
includes a bi-metal element and a 
switch. During a start-up with every- 
thing working well, this monitoring 
device is affected by the heat from the 
electric heater of the ignition system; 
it can pre-check the ignition system, 
in effect, to make certain this system 
is working properly before oil is given 
the oilburner. 

During normal burner operation 
with the ignition system turned off, 
the same monitoring device makes cer- 
tain that fueloil continues flowing to 
the burner only while the flame burns 
properly. Thus the oil flame itself is 
monitored during normal burner op- 
eration. Everything is unusual about 
this burner; even its safety controls 
are highly unusual! 








New England Ont plans 
oil heat Show in June 


THE EASTERN Biennial Exposition of 
Oil Heat and Air Conditioning will 
be held at the Statler Hilton Hotel in 
Boston on June 2 through 5. The Oil 
Heat Institute of New England, 839 
Beacon St., Boston, is the sponsor 

Show hours will extend from 1 p.m 
until 10 p.m. for the first three days; 
on the final day the exposition will 
close at 5 p.m. Thomas G. Colter is 
the exposition chairman, and Ivan C 
Sutherland, exposition manager 

Exhibitors have been given prior 
claim to the space they occupied in 
the 1957 Exposition. 


Special Stamp is planned 
for Industry Centennial 


A SPECIAL commemorative stamp will 
be issued in 1959 to mark the centen 
nial of the U. S. oil industry accord 
ing to the Post Office Department 
The stamp will be issued at Titusville, 
Pa., on August 27, 1959 

Frank M. Porter, American Petro- 
leum Institute president, said that the 
denomination, size and color of the 
stamp will be announced later. 

A special Centennial Committee 
under the sponsorship of the Institute 
is working on the anniversary. The 
Institute plans to produce a variety of 
materials to help oil men and compa- 
nies observe the anniversary. The Cen- 
tennial slogan is “Oil's first Century 
born in Freedom, working for Prog- 


ress. 


Home Builders Convention 
begins Jan. 18 in Chicago 


JANUARY 18-22 are the dates of the 
fifteenth annual Convention and Ex- 
position of the National Association 
of Home Builders. More than 809 ex- 
hibits will be on display at the Conrad 
Hilton and Sherman Hotels in Chi- 
cago. 

Advance reservations have been re- 
ceived from every state in the union 
and from many foreign countries, ac- 
cording to Paul S. Van Auken, con- 
vention and exposition director. 


45 








Ea Bork 











that are caused by 


{ tueloil de r who has 
llecting money from some 
r is plagued witl num 

alls for small C. O 





x S r te rs 
ol seh : ae Es: a ; ” ‘ ws 
BUDGET METER co. |. a 
wo é st. The Budget Meter ( 
ae Sh > oRes © age . 
rKet rs 
H g il, ist ttern that 
budget meter fol 
by Bert Dunphy 
. . ‘A ts receival rds, of 
te quickl meter is 
—— ANOTHER nickel in : 
— tne s } quent 
nickelodeon,” So went tl ‘ ms 
song. tomer ted and 
ft the meter x ned 
Today fueloil dealers might | : 
, Aln ppositi 1 tion has 
to sing a variation of this, if the B 
1 ur Ss S most 
using a meter developed by the Budgs ‘ 
ALT eh stomers we the m 
Meter Co. of Westfield, Mass. It ‘ 
t makes sier for 
locked coin machine connected ‘ 
trically to the oilburner. The 
inde j Al uston S is ga 
owner deposits a predetermined nun 
ber of quarters to prepay, in effect _ re @ 
oy ver tov It it 
for fueloil and permit the burner t 2 
~ Tr _ T T r lift _ 
continue to operate. 
This is merely a variatio1 
budget payment plan, you mig 
and you'd be right. However 
meter obviously is intended for , 
u i ~ REMOVE THIS 
slow-pay” or C. O. D. custom CREW 
the oil user who phones in for ¥-———  a 


livery only when he has the money t 
pay the driver. When used by these 


customers, the meters have prov 
successful in solving credit problems 
completely, 


The meter was developed by Rog 
Poirier, president of the Budget Met 
Co. He is also associated with Burek 
Oil Co. in Westfield, Mass.; Walter 


J. Burek is president of the oil com 
pany and treasurer of the meter firm 
Poirier developed the instrument dur 
ing the eight years he’s been with 


Burek and decided upon its 
make-up after testing and rejecting 
number of prototypes. 

The development work was begun 
to try to find a solution to the prot 


I re sent 
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COIN COMPARTMENT _ 


“slow-pay” 











Pay as You use 


Fueloil budget Meter helps solve Problems 


Customers 


to Burek. Then, of 


tomer wh 


course, the cus 


through one circumstance 


or another finds it necessary to tele 


phone for 100 gallons or smaller drops 





of fueloil, is a prime target for meter ° 
installation 
Individual meters cost the deal 
about $20—there are discounts f . 
quantity purchases—and it is installed 
free of charge. The fueloil dealer 
either from previous delivery record 
r from a heat loss survey, determine 
the cost of heating with oil. He 
vides this by the number of days 
the heating season, arrives at an aver 
daily consumption and adjusts tl 
meter so that the burner peration 
will not be interrupted if a sufficient 
number of quarters are deposited 
The meter operates on the sam 
principle as a parking meter. It runs 
all the time. Each quarter deposited 
moves the timing dial one notch 
there are a total of 22 notches so that 
up to $5.50 can be dey ited at on 
time—each coin prepays f per 
REPLACE tae | 
TWO GEARS 
> | 
. 


A view of the inside of the budget meter. Removing the screw indicated permits lift- 
ing off of the dial and inserting proper gears below it according to the payment each 
customer is to make. Gears can be changed for summer hot water service if desired. 
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Application of a budget meter to a furnace in the basement. This is the usual location 
for the meters, although some customers prefer them in the kitchen or entry way. One 
meter is located over a washing machine in the basement. The lady of the house does 
laundry each day and wants the meter there to remind her to keep up the payments. 


and wh prepayments have been 


used up ti 


meter shuts off the electric 


current to the burner. 
As an example, if a single quarter 
were deposited each day, there would 


be a monthly payment of $7.50; if 
three quarters were inserted daily, the 
monthly payment would be $22.50, 
just about right for the 1500 gallon 

unt. Budget Meter has worked 
f payments from the single 


quarter a day up to a quarter an hour, 
1 monthly payment of $180. The 
meter holds up to $40 in quarters 


Matched timing gears are used tc 
adjust the meters to operate in ac- 

rdance with the predetermined rate 
Changing the gears is a simple task, 
involving removing a single screw, 
lifting off the dial, taking out the old 
gears and inserting the new ones 
Meters either can be shipped with 
specified gears or the gears can be sent 
separately 

Poirier estimates that it takes a man 
about 30 minutes to install the meter 
under normal conditions. It can be 
placed anywhere in the house, al- 
though most customers prefer the 
basement. Installation is accomplished 
by plugging the meter into a 110 
volt outlet and tieing in the meter 
by connecting with low voltage wir- 


ing to the white wire from the 
thermostat and the white wire of 
the stack relay. For 


having indirect hot water heaters, 


installations 
the meter ties in to the Adquastat 
also to control the burner’s operation 
when only domestic water is being 
heated. If desired, can be 
changed in the Summer to compen- 


gears 


sate for reduced consumption for 
water heating only 

There are two advantages for the 
meter that simplify its application 
First the low voltage wiring connec- 
tions are simple and quick. Second, 
this is a time meter only and requires 
no inspection or approval from the 
Sealer of Weights and Measures. 

Specifically, what are some of the 
advantages a fueloil dealer can ex- 
pect from the budget meters? Here are 
some of the things that happened at 
Burek Oil: 

1. Elimination of all C. O. D. de- 
liveries; the driver no longer has te 
be a collector. 

2. Every customer now is on auto- 
matic delivery; no call-ins. 

3. Makes it easier for the customer 
with a meter to pay; additionally use 
of the meter removes the stigma—and 
of C. O. D. deliveries. 
4. Each time the dealer's represen- 


antagonism 


tative collects from the meter it repre- 
sents a customer contact. 

5. Facilitates collection of past due 
accounts. For example, Burek has one 
customer whose monthly payment 
figures out to $15. However, he’s cur- 
rently paying $22.50 and will do so 
until his past indebtedness is paid off; 
then the meter will be reset for the $15 
payment. 

6. Eliminates completely service 
calls due to run-outs. Invariably, 
Burek explains, some customers would 
call for a fueloil delivery only when 
their tank had run dry. Then the driv- 
er would have to prime the burner 
before he left. 

7. To a very great extent, the 
meters have eliminated collection ex- 
pense. 

8. Makes it possible to accept ac- 
counts that otherwise would be un- 
profitable to handle 


Customer gets billed 


Aiter the meter has been installed 
and the customer begins to deposit 
quarters, here’s how his account is 
handled. The account is transferred 
to automatic delivery; each time a de- 
livery is made the customer receives a 
bill for it; all the money collected from 
his meter is credited to his account; 
at the end of the heating season ad- 
justment—either credit or additional 
charge—balances the account. 

Coins in the meter, under the terms 
of a contract Burek has prepared, re- 
main the customer's property until 
collected. Thus, even if there is pilfer- 
age, the fueloil dealer is protected be- 
cause only the exact amount taken 
from the meter is credited to the cus 
tomer’s account. 

Again, the meter is designed for the 
customer who either is slow to pay or 
unable to get credit. Burek reports that 
some of his other customers have asked 
for the meters because they like the 
convenience, but, in general, he con- 
cedes that only a small percentage of 
any dealer's customers would need the 
meter. 

However, since credit and collec- 
tions are an increasingly important 
part of a fueloil dealer's business, the 
budget meter presents a fine oppor- 
tunity to cut down on the intake of 
aspirin. 
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Good neighbor Policy ~ 


Bob Allison of Plymouth is the “movingest Man,” 
but this activity gets fueloil Business 


by V. M. Douglas 


| LIKE THEM. They are my 
bors, and I am theirs. If 
think I am using my neighbors stri 


ar Detroit, 


classined 


as a means of getting business, } 


mistaken, but if you think I am deny 


ing my neighbors an opportunity 
have the best oilburner service and t 
best fueloil service available, you 

again mistaken.” 

Bob Allison was speaking 

Like most other businessmen 
fully aware of the time worn phr 
“The best way to lose a friend 
loan him money.” Allison believ 
method of doing business is a | 
of neighborly reciprocal trade. 1 
is no intent to extend nor to ask f 

He worked for several years v 
well known national bakery chai 
does not claim to have been a 
ecutive, but he had reached a 
of responsibility where he com 
a respect and consideration, 1 
matter of salary and working < 
tions, which made it unnecessary 
him to look for other affiliations 
some standards, he had establis 
himself—why look further? Per! 
one little personal trait will prov 
the answer. 

Allison makes it a policy t 
day’s work before he “closes up sh 
figuratively, not literally. Includ 
his idea of a day’s work is an urg 
sell something. It does not matt 
whether he winds-up management 
ligations at 3 P.M. or 9 P.M., his 
surance for a good night’s sleey 
sale—an actual increase in busines 

He usually has prospects. If he ha 
no good prospect in sight, he finds on 
He has a high batting average on hi 
“one or more sales per day” requir 
ment. That is the kind of thinking 


H+ 


requiremen 
which prompts the idea of getting 
a payroll, even though the salary job compartments of two grades 
may be attractive. aitte os oaelilh, 


small but growing business called t would upset 
Eckles Fuel & Supply Co., located at tion hat would mean 
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lispatch of a tru 


equal distributi 


So, Bob Allison is president of a he contents, one or two call-i 


1 


blended dump, or hauling 
load back to the loading ra 
of the way to find a 
1 take what was left 
ther equipment cl 
” program is 
in the piping at 
ick. Previous piping consist 
inconsistent wit 
nts, and screw fittir 
supplanted witl 
pipe, correctly siz 
and valved to facilitat 


. ‘ 
efhcient loading 


delivery, make 
> tanks unnecessar’ 
of No. 1 and two tanl 
ns have 
two delivery tru 
at the same tim 

discharging 

When contemplating acquiring 
trol, Allison was convinc 
hanical equipment and servi 
in essential part of a fuel 
operation. He liked the thor 
efficient operation of Bill Orw 

f Otwell Heating and Suppl 
Otwell was sold on the tir 
of Allison when it came t 
business. They were soon 
root. 

Bill Otwell, with an interest in the 
firm, heads the equipment and service 
division of the company. With Win- 
klerand Timken oilburning equipment, 
and a line of airconditioning to sell 
and install—with well qualified serv 
icemen—with a large percentage of 
their customers having burner service 
agreements, it would seem a well bal- 


anced operation 
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Bob Allison 


But that not all. Allison was not 


the “every man for him- 

among the fueloil deal- 

rs, H d promoting some con- 
ng his friendly com 

titors. Representatives of “Ojilheat- 


Market Re pe rts’ of New York 
City n survey of the oilburning 
f the district and decided 


ration of oil suppliers 


was W Oil suppliers entered 
the picture. In organizing a fueloil 

les eff money is always required 
While holding no office, and desiring 


Bob Allison spent time and ef- 


rt llecting the initial fee which 
d f id agreed to subscribe 
In the first place, when Allison de 
led t ntrol the operation of his 
business, he found that money 
\ r Among other arrange 
ments ind that it was going to 
be necessary for him to sell his nice 
t mplete the initial financial 

juir 
Havir ld his home, it was neces 
for get his little family 
t roof. The newest and most 


ises in the vicinity were 

new development of tract homes 

He bought one. He became acquainted 
t] The builder needed 
Why 


get his oil froma cus 


t Duiuder 


for starting up oilburners 


r, from a man living on the tract? 

He did 
Then another new home on the 
was sold, and the family moved 
Allison dropped over, rang the bell 
introd | himself. The new oc 
unt most apologetic, “I guess 
I was not v friendly with a neigh- 
r. but know how it is with 
rs ringing your bell all day.” 


As much time was spent as circum- 
stances seemed to indicate was ade- 
quate for a welcome, and Allison rose 
“Well, neigh- 
bor, it is nice to know that we are 


to leave. He remarked, 


going to be living near you. If there 
is any way I can help you, at any time, 
just whistle. Incidentally, I am in the 
fueloil 


which is in 


business supplied the oil 
our tank—lI do not ex- 
pect you to buy from me just because 
I live here, but sometime when you 
have time I would like to tell you why 
I think we have more to offer you than 
anyone else in town 

“For instance, we are the only ones 
who make deliveries around the clock 

24 hours a day. No one has better 
oil than our Sunheat. We have a top 
notch service organization, if it should 
ever be necessary. If you want to take 
my word for it, I would like you to 
believe that I take a personal interest 
in every customer. Call me person- 
ally—at 3 A.M. if necessary—if you 
are without heat I can probably get 
your burner going—if not, I will ge 
someone here who can, in a hurry. You 
know, being president of a company 
places me in a position to get results, 
perhaps better than through some serv- 
iceman somewhere across town. With 
our “keep-fill” customers, we pride 
ourselves on a bottomless tank, never 
empty.” 

But, in a town the size of Plymouth, 
Michigan, less than 7,000 people in 
1950, no doubt with several times that 
many presently in the trading area, 
there is a limit to the number of new 
neighbors who can be contacted. What 
happens when there are no more pros 
pects in the new tract? (No one would 
expect to get 100% of them as cus 
tomers.) What happened in Plymouth 
was that the ever-selling president of 
Eckles Fuel & Supply Co., sold his 
home in tract number one,—followed 
his builder friend to a new tract near- 
by, and became a neighbor to the next 
group who bought and moved in 

What did his first neighbors think 

had they been deserted? Not a bit, 
for he had worked with them and lived 
up to his promises of personal con- 
sideration until they knew they could 
depend upon his organization, and if 
necessary, he still stood ready to give 


his personal attention from his home 





His first business card carried the 
name of his business, the address and 
phone number as well as his name, 
residence address and phone number 
When he sold and moved, a new busi- 
ness card carried the same informa- 
tion, including the same residence tele- 
phone number, but the residence ad- 
dress was omitted 

How many times can this operation 
be repeated, and how much does it 
cost? Allison has just moved into his 
third new home. Each of the two 
homes has been equipped with rugs 
and drapes and the basement has been 
made into living quarters. He has had 
the expense of moving. Perhaps he has 
been fortunate in buying and selling 
and buying, but he estimates that he 
has lived “rent free” for nearly two 
years. His two children have been able 
to attend the same school 


Effect on 


Business 


It might be interesting to know the 
over-all effects on a business when the 
president takes time to promote the 
organization of a local group of oil 
dealers, when he has to take turns act- 
ing as general manager, credit man- 
ager and salesman, who is constantly 
studying methods for further stream- 
lining of operations, who works close- 
ly with development builders but does 
not find it necessary to shave prices on 
products or service. (The minimum 
charge for burner service is $7.50 
Many customers are on an annual 
service agreement.) 

When Allison took 


ary 1956 his predecessor did not have 


ver in Febru- 


an exclusive franchise with Sunoco 
He wanted one, and it was arranged. 
They tried to establish an optimistic 
estimate of 60% increase for the first 
year's operation. it turned out to be a 
64% increase. With the percentage of 
total available business considerably 
increased, there was a possibility the 
second year might do well to hold its 
own. The final returns,—a nice 45% 
more than the first year, and gallon 
age still increasing. 

Whether or not we believe in the 
Good Neighbor Policy we hear about 
in our Federal foreign relations, there 
does not seem to be much wrong with 
being neighborly in fueloil dealer rela 
tions. 
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Northwest economic Appraisal 


On of Washington reports on heating oil industry's Importance to State’s Economy 


iy THE STATE'S eagerness to dev 

a strong and diversified industr 
base, a supporting effort is necessar 
to draw deserved attention to 
growth industries already present 
our economy. Such an industry is tl 
heating oil industry, which has 


come an important state indust: 


Oil refineries in Anacortes, Fer: 
dale and Tacoma and planned 1 
eries near Anacortes and Everett 
placed the giant petroleum 
directly in our midst. A sul 
portion of their production is 
continue to be heating oils. A 
percentage figure is unkn 
production varies with market 
both within and without Was! 
State, but accredited industry 
estimate that heating oil pr 
of all grades hovers at ab 
total refinery output in th 

The economic analysis enc 
by this study was undert 
February of 1958 by the Oil H 
stitute of Washington, 
of individual heating 
Western and Central W 
counties, through the Res 
partment of Frederick E. Bak 


sociates, Seattle 


pe 


urpose is t tablish direct mail questionnaire 
ntribution the oil han 500 heating oil di 
to the State of Wash State, representing both members and 


eflecté d I y 


non-members of the Oil Heat Insti 


ating oil dealers and tute of Washington. and 


ir combine supplementary sources and 


troleum reterred to in the summary 
to the question! 


rcentage for 


naturys 


Heating oil Industry 





Heating Oil Industry 


Item 


All Fueloils: 


Btu's 
Heating Fueloils, Only: 
Btu's 


Dollar Value 195 
Number of Resid 
Nun } 
Number of Employees Inc 
Payroll of Employees Incl 
Capital Investment in Plant 


State 


Sources of Information ! 
U. S. Department of Commerce, Burea 
Wholesaling”; Bureau of the Cens 
of the Census, “1954 Census 
and Terminals’; Bureau of the C 
ment of the Interior, Bureau of 
No. 111"; April 22, 1958; U. S. Department 
of the United States"; Dun & Bradstré 





Summary of Informatior 


yment in the 
establishments 
when computed 
ize, means that 
lirectly dependent 
try for their livelihood 
ployed by major suppliers who work 


primarily in the heating oil segment 





of the petroleum industry are not in 
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cluded in these figures and, for pur- 
poses of this appraisal, are considered 
as part of the entire petroleum indus 
try discussed in SECTION III). 

Payroll for the same 950 establish- 
ments and 5,002 employees totals an 
estimated $25,670,725, most all of 


which finds its way back into the 


State’s economy in the form of pur- 
chases of -onsumer goods and services. 
In addition, Washington heating 


— : 
oil dealers have 


(buildings, trucks, 


capital investment 
office equipment, 


) of more than $50,000,000 (re- 
placement value). They pay an esti- 
ted $2,066,373 in the form of 
State g l taxes 
TION Il 


Petroleum industry Comparison* 
(Not I leum industry statis- 


il figures 


ting oil industry 
ir ted date back no further 
1957. For the stated purpose of 
ng t roportion of one to the 
r, however, they are sufficient to 
gener mparisons 
demonstration of the 
ting oil industry's relation to the 
industry is a com- 
son of ting oil sales to gasoline 
the State. Using 1957 
eating oil gallonage 
s exceeded gasoline gallonage sales 
348,253,145 gallons. 
The original cost of physical assets 


‘ 56 was $264,400,000 (heating oil 
-alers’ facilities at replacement value 

$51,624,427. 
Total industry employment in 
Washington in 17,144. 
industry employment, 


1956 was 
(Heating 


*Washington State's entire petroleum 
jata from: Western Oil and Gas Associa- 
tion, “Economic Importance of the West 
Coast Oil Industry,” 1956. 


Summary 


Sales of domestic heating 
oils to some 480,000 homes 
and 1,500,000 people in Wash- 
ington amounted to more than 
$107,000,000 in 1957, accord- 
ing to a research study released 
by the Oil Heat Institute of 
Washington, Inc. 

The report, titled “An eco- 
nomic Appraisal of the Impor- 
tance of the heating oil Indus- 
try to Washington State,” 
states that the industry’s con- 
tribution is reflected by the 
fact that Washington sales of 
heating oils of all grades ex- 
ceeded gasoline sales in 1957 
by 348,253,145 gallons, or by 
10.3%. Heating oils used in 
1957, produced nearly 96 tril- 
lion Btu’s of heat energy, far 
in excess of any other single 
form of domestic heating fuel. 

The study reveals that there 
are 950 oilheating 
business estabJishments in the 
state, employing 5,002 persons 


separate 


with an annual payroll esti- 
mated at $25,670,725, in addi- 
tion to employment and pay- 


roll of people working for ma- 


jor’s in the heating oil segment 
of the industry. 

Other findings of the study 
reveal that the state’s heating 
oil dealers have a capital in- 
vestment of more than $50,- 
000,000 in buildings, trucks, 
office equipment, facilities, 
ete., and pay $2,066,373 in 
state and local taxes. 

Pointing out that refining 
operations now present and 
planned in the state are “im- 
portant factors to the heating 
oil industry, the entire petro- 
leum industry and the indus- 
trial foundation of Washing- 
ton,” the study predicts that 
all refineries, when completed 
by 1965 and operating at ca- 
pacity, will handle some 322,- 
000 barrels of crude oil daily 
—the equivalent of 13,524,- 
000 gallons. 

The report states that the 
combined original costs of all 
refineries will range between 
$345,000,000 and $380,000,- 
000, with employment near 
6,400 and an annual payroll 
in excess of $30,000,000. 


exclusive of supplier employees, 5 
in 1957). 

Total persons dependent on the oil 
industry for their livelihood in Wash- 


ington in 1956 was estimated at 58,- 


000. (Persons dependent on the heat- 
ing oil industry for livelihood, exclu- 
sive of supplier employees and their 
families, in 1957—15,471). 

Total salaries and wages for the oil 
industry in Washington in 1956 was 
$73,933,000. (Heating oil industry 
payroll j 


exclusive of supplier em- 


ployees, $25,670,725 estimated in 
1957). 

SECTION IV 
Refineries 


In addition to the preceding data, 
the contribution of refining operations 
now present and planned in Washing- 
ton are important factors to the heat- 
ing oil industry, the entire petroleum 


industry and to the industrial founda- 
tion of Washington State. 

Three refineries now in operation 
have a daily capacity of 102,000 bar- 
rels (4,284,000 gallons) of crude oil. 
Original costs of present refineries are 
estimated at $125,000,000 plus $20,- 
000,000 for subsequent improvements. 
Four refineries planned for the near 
future will produce an estimated 165,- 
000 barrels of crude oil per day at 
capacity and costs of those refineries 
are estimated at $215,000,000. 

It is expected that all refineries, 
when completed by 1965 and op- 
erating at capacity, will handle some 
322,000 barrels of crude oil a day. 
Their combined original costs will 
between $345,000,000 and 
$380,000,000. Their employment to- 
tals should climb near 6,400 and their 
annual payroll should exceed $30,- 
000,000. 


range 
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Ribbon-cutting ceremonies at dedication of National-U. S. Radiator's $1 million 

Engineering Center in the company's new eight-acre Research Park at Johnstown, 

Pa, T. B. Focke (right), president of the firm, assists Peter M. Sarraiocco, National- 

U. S. executive engineer and secretary of the management advisory committee, 
responsible for building the facility. 
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National-U. S. 
Engineering Center 


O* OCTOBER 16 National-U. §S 
Radiator Corp ledicated its 


UCU cu 


new 40,000 sq. ft. Engineering Cen 
ter, built at a cost of $1 million in an 
eight icre wooded “Research Park” 


in Johnstown, Pa. 


The center features 12, sq. ft 
of high unobstructed sp in the 
laboratory wing, with | ft. roof 


trusses 18 feet above the floor. Initial 
installation of testing equipment in 
cludes a 25-ton sound and aircondi 
tioning test cell, equipped with a 40 
ton Bell & Gossett condensing unit 
and air handling equipment capable 
of delivering as much as 12 cfn 
In addition, there are 23 boiler 
testing stations, a convector test room 
large model shop and industrial dé 


sign department. Also, there are ofh 


ces, a complete reproduction depart 
ment adjacent to the 2,5 sq. ft 
drafting room and a conference room 

President T. B. Focke at the cere 
mony pointed out that tl nter was 
ledicated to answering t need for 


naximum ind Or Ci mf rt it l W 
est cost 


There are 23 boiler testing stations in 
the 12,000 sq. ft. high laboratory bay 
at the National-U. S. Radiator Engi- 
neering Center. Each station is equipped 
with service connections for fuel, water, 
compressed air, single and three-phase 
electric power, plus cooling water, 
steam and flue gas exhaust facilities. 
The technicians are using portable con- 
soles during tests on residential boilers. 
They provide centralized control of 
tests and simplify data recording. 
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What’s the Right truck for Your 


Performance Characteristics to determine power Requirements and gear Ratios 


by Matt E. Nuttila* 


— PREVIOUS ARTICLES in this 
series stressed the importance of 


letermination of proper tank truck 


ity and the effect on output per 
ur in an effort to promote a reduc- 
tion in cost per gallon delivered. Also 
nsideration has been given to items 
h as the iracteristics of straight 
rucks, tan ixle vehicles and trac- 
r-trailer | together with a dis- 
n of the fundamentals of proper 
weight distribution 
The next item in logical sequence 
is t nsider performance character- 
leading to a proper determina- 


f power requirements and the 
essary gear ratios in the transmis- 
ind differential 
Une ort most important steps in 
lanning proper performance charac- 
teristics is to provide gradeability suit- 
able for the terrain. In flat country 


nimum concern but the 


problem increases in importance as the 
verity and number of grades on the 
ute increase. It is particularly em- 
rrassing and also a dangerous situa- 


n when a truck fails to pull some of 
grades ot given route 

In the case where top speeds on the 
loads are tabulated by 


er, it is a simple mat- 


level with full 
ti manufactur 
ter to road-test the actual speed 
against the tables, and make the neces- 
ry allowances in future specifica- 
tions. The tables usually are close ap- 
proximations for guidance purposes 
und cannot conceivably cover all 
variations which will be encountered. 

The Society 


neers has done much cooperative work 


f Automotive Engi- 


along this line, and has recently pub- 
lished a revised edition of recom: 
mended practices entitled “Truck 
Ability prediction Procedure—TR 
82” which is available from their 
headquarters at 485 Lexington Ave- 
nue, New York City: 


*Motor Vehicle Supervisor, Cities Service 
Oil Ce 


This booklet outlines a relatively 
simplified approach to the question of 
providing answers to various perform 
ance problems, with easy-to-follow 
step-by-step procedures carefully out- 
lined, and includes reference tables 
from which data are selected and used 
to fill the blank spaces on the forms 
which are provided. The purpose of 
this booklet is to coordinate and stand- 
ardize procedures in an effort to re- 
solve differences and climinate some 
of the confusion which has existed. 

Some of the solutions to problems 
will be treated in the following dis- 
cussion. Simplification will be kept 
foremost in mind, since the whole sub- 
ject can be quite complicated if treated 
in complete detail. Approximations 
will be used wherever they are sufh- 
ciently reliable for practical purposes 

Basically it is essential that de- 
termination of truck performance 
should include the following require- 
ments: 

1—Perform at some desirable top 
speed under full load. 

2—Satisfactory gradeability. 

3—Satisfactory acceleration. 

Three variations of loading condi- 
tions are possible: (1) fully loaded in 
both directions (2) fully loaded in one 
direction only and empty when return- 
ing and (3) diminishing load, such as 
house-to-house fueloil delivery. 

The top speed with full load may 
or may not be the same as top speed 
without a load and depends on the 
desirability of investing in larger 
motors. For instance, where the vehicle 
is fully loaded in both directions, it is 
very important that sufficient power 
for sustained operation at maximum 
allowable top speed be provided, as- 
suming the schedule so requires. 

On the other hand, when the vehicle 
is fully loaded in only one direction 
and empty on the return it is some- 
times desirable to use a smaller and 
less expensive motor and use an over- 
drive transmission. In this case, and if 
the schedule permits, the fully loaded 
portion of the trip can be negotiated 





in direct gear and the return portion 
when empty, can be run at the higher 
speeds in overdrive. 

In the case of a diminishing load, 
such as retail fueloil delivery, the abil- 
ity to accelerate satisfactorily in order 
to make time between the numerous 
stops, except where they are very con- 
centrated, is an added consideration 
tending to require more horsepower, 
as contrasted with the offsetting fea- 
ture of continually diminishing load. 

The rate of doing work is measured 
by horsepower. One horsepower is the 
ability to lift 100 pounds 5/2 feet in 
one second (which is almost 4 miles 
per hour) or 330 feet in one minute, 
and is expressed as 550 ft. lbs. per 
second or 33,000 ft. lbs. per minute 
respectively. Torque is a_ twisting 
force which ordinarily results in move- 
ment such as the turning of a shaft. 

Since we are fundamentally inter- 
ested in the speed of movement of 
vehicles and since horsepower is de- 
fined as the rate of doing work, it is 
the most logical guide for use in se- 
lecting the size of engine necessary 
for the job. However, torque is most 
useful in determining gradeability in 
low gear where speed is relatively 
unimportant, but where ability to 
negotiate certain grades is most vital. 
The relation between horsepower and 
torque is expressed as follows: 

Torque in ft. ibs. x engine RPM 
5250 

One of the indexes which can be 
used to determine horsepower re- 
quired, is to specify a certain grade- 
ability at a given top speed. The 
formula for horsepower required is: 


Horsepower - 


Net Horsepower — 
Gross weight x % resistance x MPH 
375 x Drive line efficiency 


(a) Net Horsepower—Amount of power left for 
pulling after deduction for power a by 
all accessories such as the fan, water pump, etc. 
in short, it is horsepower available at the clutch. 
(b) Gross Weight—Stated in pounds. 
(c) % Resistance—Expressed as a percentage 
and includes three types 
Rolling Resistance 
Grade Resistance 
Air Resistance 
(d) MPH—Miles Per Hour. 
(e) 375—A_ constant. 
(f) Driveline efficiency—usually 90% in higher 
gears. 
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In the above formula, the only item 
which needs to be determined is the 
total resistance, on which further com 
ments are as follows: 

Rolling resistance—use 1.2% as an 
average for hard-surfaced roads. Aver 
ages for other surfaces are shown in 
later section. 

Grade resistance — see diagran 
under section on gradeability. When 
specified at top speed and full load or 
the level, it represents a margin 
acceleration, and satisfactory inargir 
for this purpose range roughly from 
V4% to 1%, depending on terrain 
schedule requirements. 

Air resistance—this factor is t 
added to the other two mentioned 
above. It can be approximated from 
the table of air resistance factors 

Example: 

I—Given 

Gross vehicle weight 
Top speed 

Rolling Resistance 
Grade Resistance 


Frontal Area 
2—Find the net horsepower required 


All items in the formula are know: 
except the factor for air resistance 
This is readily determined from th: 
table as .75%. The total resistances 
are therefore 1.2% (rolling) plus .5% 
(grade or acceleration) plus .75% 
(air) or a total of 2.45%. 


Substituting in the formula 


Net Horsepower = 
40,000 x 2.45% x 50 


375 x 90 


145 net H.P 


Net Gradeability 


As an added item of information 
if it is desired to estimate the grade 
ability at 20 mph for the above 
ditions, merely rearrange the 
formula and solve for gross ability 
follows: 


145 x 375 x 90 


% ability 40,000 x 20 


To estimate net gradeability deduct 
rolling resistance (1.2%) and the re 
mainder is 4.8% net gradeability at 21 
mph. The air resistance factor at 2 
mph is not of importance. In this typ: 
of solution, the 4.8% is only an ay 
proximation because the exact gear 
ratios to match top horsepower to this 
exact road speed would need to be pro 
vided. However, it is a general indica 
tion of power available, under the most 
favorable conditions of gearing 
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Table of Air resistance factors* 
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HORSEPOWER AT TOP SPEEDS 


Gross Vehicle Weight-lbs 
30,001 40,001 
52 40 
68 51 
3 63 
48 
61 
75 
60 
76 
94 








requirem 


hat f 
celeration is 
per hour per 
increase spe 
Obviously, e 
| requirement has bi 
stactory reserve I 


7 
essary to attain top speed 


reasonable time or distanc« 
the horsepower determina 
been made, it is necessary t 
the proper gear ratios par 
at two points (1) top road 
id (2) low gear gradeability 
The 
top road speed will be treated first 
Gear 


cedure for determination of 
reductions necessary for low 
gear will be treated under the section 


on gradeability 


Ti Pp road speed is a Tunct 
gine revolutions-per-minute, transmis 


sion reductions, rear axle ratio and tire 


size. It is expressed: 


RPM «x TR 
GR «x 168 
RPM = motor revolutions per minute (governed 
or recommended engine speed) 
GR total gear reduction (transmission x rea 
axle) 
TR = tire radius (loaded) in inches 
168 constant 


Miles per hour 


The above top speed is 
gearing only, and because 
retical until an engine with proper 
power is provided it can be called 
geared speed, as distinguished fron 
actual speed which assumes satisfac 
tory motive power. Getting back to 
geared speed, it is well to allow about 
200 rpm for governor action depend 
ing on whether the motor is working 
against no load or full 

In addition, it is desirable to arrange 
gearing so as to permit a cruising speed 
of at least 5% to 10% below governed 
rpm, rather than wor!:ing continuous 
ly against the governor. This would 
yarticularly apply to situations wher: 


or where 


T 
t 
longer trips are necessary, 


transport type hauling is involved 


Among other things, fuel mileage is 
slightly improved in addition to other 
benefits from permitting the engine ti 
run at slower rpms over long periods 
decided 


that we have 


what the top speed is to be, 


Assuming 
then ths 
next step is to provide satisfactory 
gearing. This can be accomplished by 
substituting in the formula given 
above, and assuming a transmission 
with direct drive, the formula for the 
rear axle ratio is as follows: 


RPM x TR 


GR = iPH x 168 
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ILLUSTRATION OF A 10% GRADE 











As an example, with a top speed of 
45 mph, governed or recommended 
engine rpm of 2800, and tire radius 


OT 2 the answer would be: 


2800 x 20 
GR 4 x 168 vA 


if the 45 mph cruis 
be done at 5% be- 
r at 2640 rpm, then 
would be 


wnward by 5% to give 


modified 


ther hand, if the trans- 

ive an overdrive, say 

) can 

be numerally higher by the same 
ut or 


am which in this case 
would be 8.3 
There is a simple formula for grade 
ability which is as follows: Percent 
gradeability (gross) in low gear — 


Maximum net torque x total gear reduction «x 
efficiency of gearing 


Gross weight x loaded rolling radius of tires 





The following explanations apply 
to the terms used above: 

(a) Percent gradeability (gross) in 
ow gear. This term represents the 
number of feet of rise for every 100 
feet of horizontal distance, and is not 
to be confused with steepness in terms 
f degrees, because one degree is ap- 
proximately the equivalent of two 
percent. Actually, 45 degrees is the 
same as 100% in terms of steepness. 

The term “(gross)” indicates the 
gradeability before deducting for roll- 
ing resistance of the road against the 
tires, which amounts to about 1.2% 
for the average hard-surfaced road. 
This represents 24 lbs. of rolling re- 
sistance for every ton of gross weight. 
Ratings for other types of road sur- 
face are listed in a subsequent section. 

(b) Torque. In this case the maxi- 
mum net torque of the given engine 
should be used. Peak torque occurs 
at the lower rpm’s. It is usually ex- 
pressed in ft. lbs., and should there- 
fore be multiplied by 12 for the reason 
that the rolling radius of tires is al- 


ways expressed in inches and compar’ 


able terms should be used. Torque 
curves are usually available from the 
manufacturer, and if not, certainly 
the numerical values are available in 
data form. It is important that only 
the net torque be used, since that is 
the only amount left for pulling pur- 
poses. If only the maximum torque 
figure is available then approximately 
5% loss for accessories such as fan, 
water pump, etc. is to be deducted 
to obtain maximum net torque. Pub- 
lished figures are preferred. 

(c) Total Gear Reduction—This is 
the combined result of multiplying the 
rear axle ratio by the highest reduction 
in the transmission and the auxiliary 
transmission. 

(d) Efficiency of gearing 
estimated at 85% 


Usually 
in the highest 
numerical gears, and 90% in the low- 
est numerical gears 

(e) Gross Weight 
pounds. 


expressed in 


(f) Rolling radius of tires—ex- 
pressed in inches. It is important to 
use only the loaded rolling radius, 
which is readily available. 

Gradeakility calculation 

Given—Gross weight — 40,000 # 

Maximum net torque = 290 ft. Ibs. 
@ 1500 rpm 

Tire rolling radius (loaded) — 19.7 
inches (10.00 x 20 tires) 

Transmission ratio in low gear = 
7.58 l 

Rear axle ratio — 7.67 — 1 

Using the information given above, 
the % gradeability in low gear is de- 
termined by substituting in the 
formula shown above as follows: 


Gradeability - 
(Gross) 
rear 
Trans. axie 
Torque x inches x ratio x ratio x efficiency 
x 12 «758 x 747x 3S 
x 19.7 21.8% 


gross weight tire radius 


From the gradeability (gross) of 
21.8% there is to be deducted 1.2% 
which represents rolling or road re- 
sistance of the tires leaving a net grade- 
ability of 20.6% which the above truck 
is expected to negotiate in low gear at 
1500 rpm., as long as the motor re- 
mains capable of providing power as 
specified. If the gradeability is critical, 
allowance for power loss as the motor 
wears should be incorporated. The de- 


TYPICAL HORSEPOWER , TORQUE 
AND FUEL CONSUMPTION CURVES 
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NET BRAKE 
HP 


b 
5 
C 


HORSEPOWER 
w 
y 
° 


NET TORQUE LB.FT 


w 
re) 


NET BRAKE 


| SPECIFIC FUEL 
CONSUMPTION 


SPECIFIC FUEL 
L 8S/BHP HOR 











500 1000 i500 2000 2500 2600 
REVOLUTIONS PER MINUTE 


duction of 1.2% represents the retard- 
ing effect of good asphalt or worn con- 
crete. Other types of roads would have 
differing resistances as indicated in the 
following table: 
Stent soll ond untrested Qroveh—anecth—2a 
= ee 
Sand 75 
The significance of proper grade- 
ability is stressed for two main rea- 
sons. The first reason is that obviously 
it is important to negotiate all grades 
to be encountered on the delivery 
route, as mentioned earlier. The sec- 
ond, although less obvious, point of 
significance is that if the calculated 
gradeability is much greater than 
necessary, then there is no need for all 
the reductions in the transmission and 
a less elaborate transmission would be 
satisfactory. As a matter of fact, when 
too many reductions are provided, 
there is a temptation to skip a gear 
and start up with a load in the next 
highest gear, with consequent abuse 
and excessively fast wear of the sec- 
ond speed gear, resulting in early fail- 
ure. Then again, especially in connec- 
tion with a single axle tractor pulling a 
tandem-axle trailer where the per- 
centage of gross weight on driving 
wheels is relatively low, there is a 
point beyond which excessive reduc- 
tions can cause the tires to spin, re- 
sulting in accelerated tire wear. The 
important point is that nothing worth- 
while is accomplished when excessive 
gear reductions are provided. 


55 





The Key to Profits 


Part IV*—The trained Salesman requires objective Supervision of his Activities 


The success of your supervision he most important item of pape literally would be unable to operate 
will be governed to a large extent work which is required, i nbini their sales forces without such reports 
by the salesman's feeling toward eam anid ol cnet Whal Make work plans and reports a 
= created by — feeling form should be filled in by your sal must. Make your salesmen see how 
toward him. The right attitude is lees 
one which says to him that you are man morning and then reviewe they are benefiting from them, and 
warmly, sincerely interested in him ry fore he leaves the off t you will have taken a long step toward 
and his personal success. You are tells you exactly what he plans todo _— greater sales and profit for them as 
firm and businesslike in all your re- dost the d ld and new pr well as for yourself 
lations with him. You suggest rath- ' 


The second item of paper work } 
er than command. sil 


yr @ 
I 


should require from you 
EFT TO THEIR own devices, even th tretions ntend make, et (and perhaps the only other 
best salesmen operate at only 5 ir and complete picture any consequence) is a record « 
to 60 percent of mental and physical plans pend his time th individual prospect and work done on 
capacity. Working with your salesman day. If 1 see any soft spot in any that prospect. Use of this form will be 
and supervising him in such a manner individual plan you are able t valuable to you and your salesn 
that he will use most of his latent ca with the salesman about it and sug If you operate on an of 


pacity and operate at near 100 percent 





level is one of your most important This concluding portion of a four-part series on sales manage- 
duties, now that your new salesman ment for oilheating dealers considers the importance of supervi- 
has been trained and is starting ou sion. It follows previous discussions on recruitment, selection and 
on his own. training methods that lead to the development of capable sales- 
men. Once the new maa has gone through these three phases he 
be governed to a large extent by h becomes effective, of course, only if he produces sales. Continued 
feeling toward you as created by your supervision of his activities then assists him in attaining this goal 
feeling toward him. The wrong atti and, more importantly, can point up deficiencies that probably can 
tude is the straw boss attitude which be corrected to get him back on the beam. 

says to your salesman that you 
concerned solely with the volume 
business he can bring. If this is 
face you show him it is a certainty 











basis, a salesman who is unsuccessful 
on closing with a prospect on the first 


: call can secure protection on the 
that there will be no warm or human ee 2 


feeling toward you, and it is also 
certainty that you will not be able t 


pect by filling in a master p 
t he record card and filing a copy with y« 


: 1 re | tar his When the form has been filled 
hold him very long, no matter how == Th ; : : 


successful he may be. 
The right attitude is one which says 
to him that you are warmly, sincerely 


uimless wandering ound and filed with you the salesman auto- 


f time and effort. The matically secures exclusive rights to a 


lanned day’s work will 1 prospect for a stated time—say 60 
ntended to days 


interested in him and his personal suc < :; ie 
cess. You are firm and businesslike in Properly maintained this form is a 
: running record of where the sale 
all your relations with him, but you g record of the sale 


Stands, WN we c as Deen Gone, an 
suggest rather than command stands, what work has been done, and 


Most natural born salesmen have 


it 


instinctive dislike for paperwork. They 


would much rather be out in the fi 
selling than pushing a pencil in 
office; however, to supervise pro 
the work of your salesmen and t 
whether they are doing the jol 


1 
id 


expect them to do, you must requir 


some paper work of them 


*This is the concluding article i- a series 
based on material taken from the Timken 


Silent Automatic sales training progran 
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ure new prospects what further work must be done by 
to you and your sales the salesman to close the sale 
planning the work and then There are two ways you 
ig it the next day cannot be about determining why a salesman is 
ated. The difference between not producing the results you expect 
g this paper work and not re of him. First, you can question him 
it is the difference between regarding materials and techniques he 
ind unprofitable supervision uses to accomplish any given step; sec- 
ules force. All successful dealers ond, when questioning fails to yield 
wg salesmen invariably regard a clue you should accompany the sales- 
lans and reports as the founda- man on sales calls and cbserve him in 


supervisory activities, and action. 
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During th 


call you, of course, will 

lesman carry the ball. There 

1 temptation to step in 

the sale when he has 

t by doing or saying 

ng. However, this temp- 

resisted for you are 

1 the hundreds of fu- 

n this particular one 

nd out what is ailing 

ng machine so it can 
runction efficiently 

es as a supervisor 

lose a tough 

vhile even the 


sales 


are needed 
1 sales meetings every 
‘ k! events Mi nm 


good time for a sales 


| 14 -_ 
ting snouid cover 


provide product in 
1 education 
give announcements 
ns sales training 
give an inspirational 
cuest speaker. 


st successful sales 


iround what a suc 


uld be, know, and 
rts information to 
yiration. Salesmen 
some inspira 
ilon’t want college 


ach meeting 


ur, and pack it 


lividual problems 


later, not during 


series—although 

gram should be capa 

its own feet, at the 

ild have some rela 

fore and to the one 

from set speeches 

st effective teach 

mbered is the teach 
tration 

» everything yourself 

ng delegate someone to 

subject at the next 


meeting. If one of your salesmen is an 
unusually successful telephone can- 
vasser, ask him to cover this subject 
at the next meeting and make a dem- 
onstration of exactly how he goes 
about it. Add variety t 


by holding a breakfast, 


your meetings 
dinner, or 
r hold 


other than your 


luncheon meeting occasionally, 
a meeting someplace 
office 


Try a new face once in a while 


at a hotel, for exampl 


the salesmanager of a neighboring 
dealership, or factory representative, 
a successful dealer or salesman in some 
other line of business, a 
prominence, or a visiting lecturer. 
Try to close each meeting with a 
fitting climax, such as the announce 
ment of a new sales contest, a new 
Instead 


end on a 


product, a new sales help, et 
of allowing the meeting 

level plane, sound a high note that 
will send them away with new deter 
mination and cause them to start look 


ing forward to the next meeting 


Suggestions and Recommendations 


Here are a few general suggestions 
and recommendations for supervising 
Have an open door 
policy at all times. When a 


wants to see you and talk with you 


your salesmen 


salesman 


about something, let him and be glad 
he does 


him, his problem will go unsolved and 


If you are too busy to see 


his work will be adversely affected as 
long as it remains unsolved 

If you yourself do not take care of 
walk-ins, or if you do not employ a 
sched 
Make 
sure that choice days are ated and 
that the schedule is fai j 


in every other way 


showroom salesman, develop 
ule of floor days for your men 
-quitable 
Instruct salesmen duty in 
ways of putting the ti good use 
between taking care walk-ins by 
doing telephone canvassing, address 
ing direct mail, organizing their sales 
kits to better advantage 
Distribute house leads to your sales 
men on an equitable and organized 
basis. Make a sales progress chart the 
principal feature of either your office 
or the salesroom. Make sure you have 
a daily work plan 


When a 


meeting is held in your territory, at 


factory-sponsored | sales 


tend and make sure your salesmen di 


Lay out a course of study for each 
salesman according to his individual 
needs and then help him follow it to 
strengthen his weaknesses and make 
him a better all around salesman. Keep 
an eye on his home life. A man with 
personal problems on his mind has lit- 
tle time left for sales work. 

Get the facts on what competitors 
are doing and give these facts to your 
salesmen to kill any wild notions they 
may have or false rumors they may 
have heard. 


Personal Appearance 


Do not hesitate to call to a man’s 
attention his personal appearance, if it 
is not the best. Remember that he rep- 


n and 


impres 


resents you and your organizati 
prospects may form the same 
sion of you and your business. 

See to it that your salesmen are 
advised on the appearance of your ad- 
vertising, both local and factory paid. 

A good salesman thrives on com- 
petition and must pit his skill against 
other salesmen in the organization. 
The best and most productive way to 
take advantage of this competitive 
spirit, is through sales contests. Con- 
tests that are short, simple, and easy 
to understand and provide a goal at- 
tainable by exerting a _ reasonable 
amount of extra effort are most effec- 
tive. Give all saiesmen an equal oppor- 
tunity to win and offer several prizes 

If you are in the fueloil business 
you can take advantage of the new 
man’s selling ability to pick up more 
fucloil contracts. Veteran salesmen in 
some dealerships receive special com- 
pensation for fueloil sales. These con- 
tracts can be a steady and profitable 
piece of business 

The suggestions contained in these 
articles are not new. They are a sum- 
mary of the experiences of successful 
salesmanagers in large and small cities 
They are what is being practiced by 
men who have been in the oilburner 
business for many years 

Perhaps they seem elementary, but 
they are the essentials of good sales 
management. Of course, you will want 
to adapt these suggestions to your own 
situation and your own personality, 
but if you use them, they will mean 
increased efficiency, more sales power, 


and greater profit 
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Five regions and 14 marketing districts of the National Survey of Burner-Fueloils 1958. 
7,’ . ae “ —————— } | il Mines where the dat 
Fourth Survey of Burner-Fueloils 
istri by the Bur | Mi , 
distributed by the Bureau of Mines D ae 
REPORT on the propert the tourt r this tables; each item in tl 
burner-fueloils produced during t icted to pr I nts complet 
1958 has been issued under a cooy tor racterist sample, arranged in fiv rouy 
tive agreement between the Ame: 1 now manufact for rding to grade designatio1 tat 
Petroleum Institute and the Bu: 2. = t burner-f wel by the refiner. Each gr 
Mines, U. S Department of t lr ul t refiners 1! rdan int tabulations 
terior, at the request of Oil-Heat Ir vit] tructions from an API sub graphic marketing distril 
stitute of America and the petroleun mmitt n fuel surveys the 1 Fuels reported on were made 45 
industry sults t1 tted to t B t Yetroleum refining my] 
able 2—Summary of Grade uels, Burner Fueloil Survey, 
Table 2—S y of Grade 2 Fuels, B Fueloil Survey, 1958 
Rocky Mountain 
Geographic distribution of burner fueloils Eastern region Southern gion Central region region Western region 
Districts within region A.B.C C EF H, I, J, K* 
Additional districts® ASTM D3%% D.E,F,G A,8,C,E,F,G A,B,C, D, J G,L H K 
Number of fuels requirements é 20 47 19 25 
est Method Min. Max M Max Min. Avg. Max Min. Avg. Max Min. Avg. Max M Avg. Max 
Gravity © API 0287 26 6.5 45.5 29.0 34.7 46.7 26.5 34.8 40.4 21.4 344 2 277 wT 4 
Fiash point, Pensky-Martens 
closed tester °F D93 00 206 40 84 % 225 136 200 132 230 
Viscosity 
Kinematic at 100° F. centistokes D445 4.3 83 57 3.40 ‘ 49 2.88 2.05 2.5 3.35 1.83 2.38 3.22 50 283 4.52 
Cloud test °F D97 + 0 —30 4 —l6 20 —32 15 —50 22 
Pour point oF D97 20 20 20 —40 5 —30 5 —40 5 %—40 20 
Sulfur content wt. percent D129 0 0.05 0.273 0.87 0.06 0.278 0.70 0.09 0.310 0.87 0.07 0.509 24 0.15 0.483 1.35 
Aniline point oF Dé 02.9 140.5 76 16 37 58 102.9 136.5 64 45 128.3 57 95 137.7 156.8 
Ramsbottom carbon residue 
on 10 percent residue percent D524 0.3 0.05 28 0.07 0.140 0.30 0.038 0.135 0.30 0.06 0.109 0.24 0.06 0.105 0.16 
Corrosion, 3 hours at 122° F No D130 ! I ! ! 2 
Ash* percent D482 0 007 0.00 0.000 0.00! 0.000 0.000 0.00 0.000 0.000 Trace 0 0.000 0.004 
Water and sediment vol. percent D% 0.10 0.05 0.0 0.00 0 0.0 0.00 0.0! 0.0 0.00 °0.! 0.0 0.00 0.) 
Distillation test, 
on volume recovered basis Dis8 
Initial boiling point oF 318 364 455 326 36 410 313 359 450 316 373 425 336 378 450 
10 percent 440 378 «427 495 390 425 450 374 424s «4884 382 430 «497 360 433 500 
50 percent 4 499 545 433 498 525 458 498 524 448 487 538 400 495 5468 
90 percent 675 526 582 634 450 577 608 540 575 608 505 562 625 460 576 636 
End point 594 632 666 530 632 662 594 625 662 556 622 688 497 63! 700 





1Regions and districts are shown on map (fig. |) included 
*included are analyses of some fuels produced and distributed in central Canada, 
distributed in western Canada, north of district H Some of the fuels are sold 
of detailed analyses as they were not required for the grade. However, some data 
marized here. ‘Footnote in table | of ASTM D396-48T: ‘The 


are analyses of 
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some fuels produced and distributed in eastern Canada, north of districts A and C 
north of districts E and F 


*included are analyses of some fuels produced and 


in districts of more than one region. 
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*Figures for ash are not shown in the tables 
less than one-fourth of the analyses, contained results of the test which are sum 
10 percent point may be specified at 440° F. maximum for use in other than atomizing burners.’ 








Table |—Summary of Grade | Fuels, Burner Fueloil Survey, 1958 


7 ; Rocky Mountain t 
Geographic distribution of burner fueloils? Eastern region Southern region Centra! region region Western region 
Districts within region A, B,C E. F. H, 1,J, K? L, M,N 
Additional districts* ASTM 93% dD. E, FL GS A, 8,C, EF, G A, 8, C.D, H, J E, F, G, Ll, M,N H, I, K 
Number of fuels requirements 43 14 4 25 18 
est Method Min. Max. Min. Avg. Max Min. Avg. Max Min. Avg. Max Min. Avg. Max Min. Avg. Marx. 
Gravity © API 0287 35 38.3 43.1 47.4 383 422 44.1 38.3 42.3 45.5 380 41.9 447 42 39.7 43.46 
Flash point, Tag closed tester oF D56* 100 122 156 128 160 123 160 120 170 120 150 
Viscosity 
Kinematic at 00° F, centistokes 0445 1.4 2.2 1.52 1.69 2.28 1.55 79 «2.28 155 180 2.28 140 1.47 2.1 145 1.78 2.38 
Cloud test oF D097 —50 —10 —% —!0 —48 30 —60 —10 —o0 —is 
Pour point °F 097 0 —6S —30 —55 *—10 —55 *—10 —+0 —2 —5 *35 
Sulfur content wt. percent DI29 0.5 0.007 0.075 0.20 0.012 0.076 0.233 0.011 0.120 0.54 0.011 6.199 0.92 0.0! 0.256 0.92 
Aniline point oF Dél! 136 150.1 167 144.0 150.4 162.3 137.5 $2.2 172.5 135 144.3 151.3 121.0 141.5 158.2 
Ramsbottom carbon residue 
on 10 percent residue percent DS24 0.15 0.02 0.064 0.1 "0.06 0.076 0.12 0.0 0.069 0.13 0.0 0.062 0.!! 0.03 0.074 13 
Corrosion, 3 hours at 122° F No D130 3 I i ) i 1 i ’ I I 2 
Ash percent D482 0.90 680 0.00 0.00 0.00 °0.0! 0.00 0.00 0.00 0.00 0.00 0.00 0.00 000 1.00 
Water and sediment vol. percent 0% Trace 0.0 6.0 *°0.0! 0.0 0.0 0.0 0.0 Trace 0.0 00 0.) 0.0 oo «(°O.! 
Distillation test 
n volume recovered basis Des 
Initial boiling point °F 320 350 384 332 353 378 321 350 378 309 35! 3% 309 350 372 
0 percent 420 363 382 4\9 364 389 4\9 362 387. «449 366 388 928 360 392 412 
50 percent 400 428 476 400 435 476 39 «6 438 4476 393 «4310 467 400 «(438 465 
90 percent A460 «49 560 440 500 560 4a) 507 560 459 9493 537 460 499 S41 
End point 625 482 530 616 482 537 616 482 546 O66 49954484 497 «65542 = 582 
Regions and districts are shown on map (fig. |). “Included are analyses of some fuels produced and distributed in eastern Canada, north of districts A and C. 


ncluded are analyses of some fuels produced and distributed in western Canada, north of district H. ‘Some of the fuels are sold in districts of more than one 





region his method was selected for Grade | burner fueloils for the survey although ASTM 0396-48T, Tentative Specifications for Fueloils, specifies flash 
t by Pensky-Martens Closed Tester (ASTM D93). ‘Figures for ash are not shown in the tables of detailed analyses as they were not required for this grade. How- 
eve me data, less than one-fourth of the analyses, contained results of the test which are summarized here. 
Table 3—Summary of Grade 4 Fuels, Burner Fueloil Survey, 1958 
Rocky Mountain 
graphic distribution of burner fueloils Eastern region Southern region Central region region Western region 
Districts within region A, B,C D EF G H, i, J, K L N 
Additional districts ASTM D3% DLE, F.G A,B. CE A, 8, C.D, H, KL FL FH, 1, K 
Number of fuels requirements 20 2 7 3 2 
Test Method Min. Max Min. Avg. Max Min. Avg. Max Min. Avg. Max Min. Avg. Max Min. Avg. Max 
ravity © API D287 9.1 21.1 32.0 26.9 (4) 27.2 13.3 198 27.2 13.3 224 30.0 3.3 (4) 30.0 
Fiash point, Penshy-Martens 
sed tester °F 093 130 14% 230 200 204 156 230 200 230 225 230 
Viscosity 
Kinematic at 100° F centistokes D445 58 26.4 584 16.23 25.2 4.53 (4) 5.84 5.64 16.15 2164 43 (4) 15.3 43 (4) 153 
Cloud test oF D9? 2 
Pour point °F 097 20 aS 5 0 10 Sona) 5 AC 10 —40 10 
Sulfur content wt. percent DI29 026 082 1.76 0.28 (4) 0.68 0.28 0.77 26 0.93 14) «2.10 2.10 
Aniline point °F Dé! ; 
Ramsbottom carb residue 
n 100 percent sample percent 0524 ae 3.67 7.06 6.142 (4) 1.43 143 427 7.065 0.08 (4) 2.3 0.08 
rosion, 3 hours at 122° F No D!30 ! i 
Ash percent D482 0.10 0.0 0.024 0.15 0.00 (4) 0.05 0.004 0.023 0.05 0.00 (4) 0.004 0.00 (4) 0.004 
Water and sediment vol. percent D% 0.50 0.12 0.2 0 (4 02 Trace 0.14 0.2 0.0 0.! 0.! 0.0 (4) 0.1 
Distillation test 
on volume recovered basis bse 
nitial boiling point oF 438 : 412 412 
0 percent 542 529 529 
50 percent 666 590 590 
9 percent 726 , 040 oo 
End point 732 ee : 68) 68! 
Regions and districts are shown on map (fig. I). *Included is an analysis of one fuel produced and distributed in eastern Canada, north of districts A and C. 
Some of the fuels are sold in districts of more than one region. *No averages were computed as only two sample were represented for this test Result of 
test on one sampie 
Table 4—Summary of Grade 5 Fuels, Burner Fueloil Survey, 1958 
Rocky Mountain 
Geographic distribution of burner fueloils Eastern region Southern region Central region i Western region 
Districts within region A, 8. C? D EF. SG H, J * L, MN 
Additional districts* ASTM D3% D0. E, FL, SG A.8,C, E.G A, C, D, H, 1, KL E, é - L F, H, I, K 
Number of fuels requirements 19 5 is 14 
Test Method Min. Max Min. Avg. Max Min. Avg. Max Min. Avg. Max Min. pA Max Min. Avg. Max. 
Gravity © API 0287 74 WY 22.1 1.6 168 205 60 156 248 78 #139 23.0 1.1 6134 «175 
Fiash point, Pensky-Martens 
closed tester °F 093 130 150 , 310 170 220 iss 235 150 290 1% 2790 
Viscosity 
Kinematic at 100° F centistokes D445 =32.! 49 35 43 %0 S69 81.4 166 794 162 16.0 1044 162 103 (5) 162 
Furol at 122° F. seconds oes 40 13.0 223 375 S 63 23.7 12.0 25 39.0 10 34.1 762 22 «(31.0 38 
Pour point °F 097 —30 35 —20 5 —30 40 —30 9S —30 4s 
Sulfur content percent D129 023 0.97 2.04 0.79 #=%1.73 3.00 0.460 1.18 3.00 034 tél 4465 C9 1.63 4.465 
Ramsbottom carbon residue 
on 100 percent sample percent D524 4.12 6.73 9.2 3.28 586 9.15 2.9% 7.00 10.2 Ltt) 6.07 68.93 40 756 13.54 
Ash percent 0482 0.10 0.006 0.053 0.30 0! 0.027 04 Trace 0.035 0.12 Trace 0.023 0s 0.007 0.029 os 
Water and sediment vol. percent D% 1.00 Trace 0.17 0.4 io@ 0.14 20 ~=Trace 0.17 05 Trace 0.20 05 Trace 0.13 20 


Regions and districts are shown on map (fig. |). “Included are analyses of some fuels produced and distributed in eastern Canada, north of districts A and C. 
included are analyses of two fuels produced and distributed in western Canada, north of district H. ‘Some of the fue's are sold in districts of more than one 
egion No average was computed as less than half the number of samples was represented 


Table 5—Summary of Grade 6 Fuels, Burner Fueloil Survey, 1958 


Central region Rocky Mountain 
Geographic distribution of burner fueloils? Eastern region Southern region sal Western region 
Districts within region A, 8B, C? A, ‘B, 5 D, H, d. re lL, M,N 
Additional districts® ASTM D3% 0. EF, S A,B,C, EF. G6. J H, |, kL D, e 'F, S, E. F, H, I, K 
Number of fuels requirements ao 23 s 22 24 
Test Method Min. Max. Min. Avg. Max. Min. Avg. Max. Min. Avg. Max. Min. Avg. Max. Min. Avg. Max. 
Gravity © API 0287 36 126 198 $3 4a 75 —3.7 0.) 198 —2.0 8 79 —2.0 85 15.0 
Fiash point, Pensky-Martens 
closed tester © F. D933 150 185 320 188 290 158 320 150 390 172 390 
Viscosity 
Furol at 122¢ F. seconds es s&s 30 26.0 161.1 298 6! 1804 2% 13.5 M6 2% iS 1364 258 842 1748 = 
Pour point ; © F. 097 —l0 7 0 70 20 80 s is 
Sulfur content Percent Di20 049 #152 3.54 0.22 1.37 3.30 0.22 #+%1.27 = 3.30 0.22 1.90 5.25 087 «61.78 53 
Ramsbottom carbon residue 
on 100 percent sample ...... percent 0524 3.59 10.02 25.16 3.49 9.79 25.16 2.94 10.16 204 3.9 10.42 175 5.9 14.74 188 
Ash ‘ percent D482 0.003 0.056 Al 0.005 0.045 25 0.000 0.050 0.152 Trace 0.038 0.24 0.0! 0.050 aK 
Water and sediment .....vol. percent D% 2.00 0.02 0.22 0% 0.03 «0.2! 04 0.0 6.2! 0.7 0.1 0.24 12 6! 6.20 12 


*Regions and districts are shown on map (fig. |). “Included are —~ of some fuels produced and distributed in eastern Canada, north of districts A and C. 
‘included is an analysis of one fuel poeduned and distributed in centrai ada,north of districts E and F. ‘included is an analysis of one fuel produced and 
distributed in western Canada, north of district H. *Some of the fuels are sold in districts of more than one region. 
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Jacksonville, Fla. 
OILHEATING MARKET REPORTS* 





y ocaree on the Atlantic Coast at the ind wat ating brackets are used in the 
northern entry point to the state, Jack tew es that adopt this fuel for heat 
sonville is an important commercial city Sin ly petitive inte ia gas 
and a good oilheating market. Metror s with t rates the fortl t 
tan Jacksonville, or all of Duval County iral va et to be deter j 
is the typical retail distribution area rates f no concern 
the local fueloil distributors. This is not a No. 2 hen this stud made 
retirement area like the cities farther dow sold at 16.8¢ zallon to residential users 
in the state. ind at 16.3¢ t mmercial a nts. Kero 
With the Port of Jacksonville located sene, t eating fuel in t market 
18 miles inland on the St. Johns Rive sold ¢ re deliveri ere 75 gal 
34-foot channel is maintained with t é lons or r, 18.5¢ wher below 
sult that 16 oil companies operate de that f 119.5¢, where t id t 
water terminals here, with 11 of the : 
ing major companies. The total oil storag I the No. 2 for hor ts 12¢ 
capacity of these terminals is 4,562 a t I mmercial a t 1.6¢ a 
barrels. therm. Kerosene costs, based on the three 
The earliest dependable data on oilheat del tions just described, are re 
ing usage came with the raton count of spect 7¢, 13.3¢ as 4.0¢ per 


June, 1945. At that time Duval C 
had 2,089 residential central heating 
and 39,129 non-central heating 
using oil. On central heating the i eee eee 
had 26% of the state's total and « ‘a ee ee ee eee 
central heating, 21%. be tage > Bae eg ; 
In the Census of 1950, we found that reg ® her ig Oe oe 
the ratios had changed somewhat Ailsa ey a 





Duval County Duval a u eros or heai $29 
Central Non % of Sta " s. Actually, t ; vy 
Heating Central Cent. Htg “e sat es la 

5.450 47,810 229 8 . ; 

955 2'925 : _ 

2,755 22,460 : Brees: 





Oil 
Gas 
Other 





Total 9,160 73 





Duval County thus had 22% of thi eenienrenee + aang 19 Sls Seepage aay 
state’s oilfired central heating and 1 i pe ; 
oilfired non-central. This decline in p¢ ti ciel BODNS WPET ~ 
centages for the county reflects pr e o} eiae 
the more rapid growth of the south Florida OE, LT oe 
cities during that period, since the ] oo ee eae = 
sonville area showed healthy gains for oi ; ab i Rpt 
heat. f Mg Sg ag tot 
At the start of 1957, the estimated nun oe 2 san eee 
ber of oilfired residential central heating bP raea ge! , d 
plants in operation in Duval County was yea ' ets - / a 
11,900 and non-central oilfired home heat eae ad a ee nae 
ing tallied approximately 49,500 : y ; 
Gas heating in Duval County has mad: 
no headway since 1950 in the f Eee Se 
the fueloil distributors and supplyir ! wag oe aa. 
pany representatives who partici; 
this analysis. In fact, they believ 
there are now fewer gas furnaces tha pein 
years ago. ie Cae ee 
However, there is very much gas int a ea 
est among the population over a , 
nouncements of a new natural gas pipeline : near he ; 
coming into the state from Louisiana. T! : : 
principal hurdles have been cleared, and ar. ~The 
the supplying company viewpoint is that : eeeageare sy 
Jacksonville will have natural yee 
two years, 


























Competitive Fuels and Costs 


Very little coal is now sold in | a egos natal 
County, in the opinion of the oil market ; eal 
ers. Some estimates are as low as 1° f ‘ ; Seid 


central heating using coal. Bit 
is used in this dwindling mz 
sells at $22.50 for a 13,00( 
This is equivalent to 8.7¢ a ther 
000 Btu). 

These are no special home heating Ce a 
for gas. The high level domestic k 
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44,200,000 into these trucks we 
find that the average truck delivers only 
230,000 gallons a year. This compares with 
in average in all previous OHMR 
of just about 400,000 gallons 

Florida would have a lower aver 
j 


to its heating and fuel conditions, 


lonage of 


analyses 


Obviously 








measured experience would seen 
line 

The table shows how thes« cks are 
distributed as a measure of market cor 
centration 

Of all of the heating oil ming into 


the Jacksonville market an estimated 71% 





is furnished by major cor ind 29% 
by independent terminal operators. At the 
retail or tankwagon level the m 
panies sell an estimated 15% the inde 
pendent tanker terminal companies 4% 
and the local fueloil marketers 
estimated 29% of the 
fueloil at retail have no bulkr 

under the fill.” These comp 


about 21% of the market's tot 






an estimated 57% of tl 
re served with aut 
his is a very low 


than in a Northerr 
, 


t) 
rat 





ause of the small consumption per home 

and the mild climate where a _ run-out 
would almost never result in serious dan 
age 











Audible fill signals of the VENTALARM 
type a n use on only 3% of the cus 
toner again because delivery tecl 

ques are less developed limate 
reg 

Budget plans for equal pay 
ment of oil bills are used by 13% of the 
customers in the market, wit! rtually all 
fueloil companies of any size offering them 


Duval County we find that 25% of 






the fueloil distributors also are in the gas 

lin siness An ther 5% ir I the oal 
bt s The strongest te etweer 
fue und oilheating equipment with an 
estimated 34% of fueloil men selling oil 
burners, furnaces and the like. As few, in 
fact, do a good volume of airconditioning 


business 


One interesting angle in the wedding of 
fueloil and oilheating equipment is that the 


dollar volume of equipment may be larger 
than that of oil 
dealer makes more profit 
business than on his oil business 


In some instances the 





on his eq 


Advertising Promotion 
major oil companie 
advertising of fueloil in the Ja 
market, in the opinion of 
of the men who assisted 
A third of them voted that 
job has been done. Suct 








advertising 





as has been noted of necessity stressed the 
brand name much more prominently than 
the niceties of oilheating. This has been 
true of all markets 

Among the local oil companies, a little 
ver a third of them do some consistent 
advertising of oilheat using the mass media 
like newspapers, radio and such. Among 


those companies that budget 


Ty 





advertising at so much pe 
average is 50¢. Others bud 
entage of gross sales ) 





Percent 


Total Trucks 


Percent 
Total Cos 


Number 
Trucks 


35 


w 


2 
2 
I 
I 


23 
67 67 36 
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A CONSULTING ENGINEER TALKS 


ABOUT SPECS FOR BIG-BURNER JOBS 


An Interview with 
Chicago’s “Mike” Stearn 


KES all kinds of peo 

J | t > . rid. so it takes all 
; to make a profes 

Ther number of ways t 
associated heat 

provide heat in 

referred to as do 

Some consulting 

good engineering 
ss of the size or 
done. Others 

stic heating as a 
rdized procedure, 


ssional attention 


I f nsulting engineer 
industrial build 

d, for adherence 

ing practice, spe 


r the requirements 


1 


s essential aS good 
O ictory comment 
Near mmercial-industrial 


itor or contrac 
pinion of nearly 
eer. It usually is 
z ] n trait for a man 
sed toward an 
m he receives 
tion. There are 
credit where credit 
igh specifications may 
ritten entirely in ac 


' 1 
rsonail wishes 


Ther lifferences of opin 
rs with regard to 
relations between 

ifacturers repre 

M | Stearn (“Mike™ to his 


ss associates), is 

staff of Robert 

[ H tt | rs Inc - Chicagt He 
ss some opinions 

writing of specifica 

irning installations. 

uctivit f the Hattis organiza 


id engineering cov 


erage, but Stearn is primarily inter 
ested in heating in the commercial and 
industrial field 

Rather than attempt to use a pre 
pared statement or employ direct 
quotes this is the report of an informal 


discussion—just talking shop 
The objective 


First. in talking things over, came 
the matter of the objective of the con- 
sulting engineer. In many instances a 


firm of engineers is retained by an 


architect who has a contract to pre- 
pare complete plans and specifications 
for a building. The question arose 
“In case the architect develops 
plans, which, for reasons of structural 
strength or eye appeal, do not permit 
the placing of mechanical equipment 
to the best advantage for heating, 
what is the policy of the engineer?” 
There was no hesitation in the reply 
that “getting the desired results” came 
first and foremost 

Even though the architect carries 
the over-all responsibility, and the en- 
gineer is directly responsible to him, 
the results obtained must be the re- 
sponsibility of the engineer. That is 
not really a serious problem, for the 
architect recognizes the importance of 
the proper installation of the most 
suitable mechanical equipment, and is 
usually willing to make adjustments 
accordingly 

Another question,—"“Is it true or 
not that engineers find it necessary to 
depend upon the advice and experi- 
ence of representatives who handle 
various types of mechanical equip 
ment.” Again came the prompt state 
ment that the engineer who knows all 
about everything does not exist. It is 
a physical impossibility to read every 
thing printed about every type of 
equipment, and keep posted on the 
changes and improvements which take 
place continually. Highly reputable 


ing Section 


a 
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The proper separator 
size in your fuel oil 
lines is of critical sig 
nificance in minimizing 
pressure loss. The siz 
ing of suction lines 
and fittings—especial- 
ly on heavy oil—must 
allow for the adverse 
effect of high dynamic 
lift on pump perform 


ance and wear 


Kraiss! separators are 

designed with internal 

channels equal to or 

greater than the pipe 
internal area. The baskets offer mini 
mum flow resistance because of high 
straining area. In general, use the 
same size Kraiss! separator as the pipe 
line . . . single and duplex models, 
V4" to 6". 


You will find Kraiss! chart AA- 
1143 — developed over our 30 
years’ experience — a he!pful 
guide to sizing your heavy oil 
lines. Write for it today. 
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are subject to specific 


nd definite installation 


to make them suita 


rements. Each 


for Information? 


bject was broached 


lburner 

hatever they 

time, by re 

r proffer it without request) 

ish information whicl helps 

er to carry out his assign- 

r which he is paid—why 
it not De fair to ] 

rvices?” 

id considered tl 
that it is very 

h services. Information re 

wever well intended. may 

‘th the time of the engineer 

ived it, or on the other hand. 

solve a problem in a manner 

uld result in nsiderable 

th engineer and client 

yntributor of 


n has a description of his 


ngineering 


written into the specification, 


thers as alternate, if approved) 


described products would normal 


Yy some advantage in the con 
tion of bids, In general, it would 
asonable to suppose that anyone 


1 


s qualified would offer his serv 


COMMERCIAL & 


ices. All having a x 
would be called upon to 
that there would be a certain 
f effort extended by ever 
business who might p 
from sales. Likewise, wit] 
rs at liberty to bid, 
able chance for 
successful 
x another. Or 
who furnishe 
can add som 
werhead for time exten 
neers. ind the compensat 
le 


t 


services would be ref 
cessful bid 
Another 


matter was discussed 


somewhat ntroversial 
“How about 
‘flat’ specifications?” On the theory 
advanced by some, the engineer can 
his wishes 


only be certain of having 


carried out if he names product 


specifically and accepts no alternative 


It has been claimed that the engineer's 
specification deserves the same con 
sideration which is given to the pre 
scription of a physician 

Stearn is not in agreeme 
theory. He contends that ; 
sngineering specificati n 
parable with a medical prescription 
He believes, that if an acceptable prod 
uct can be installed by an acceptabk 
contractor, who can meet required 
guarantees of efficiency and other re 
quired tests, it will be t 


Iterr 
te 


f the client to accept the a 
fer—with one provisio—that any price 
advantage brought about by the sub 
stitution shall be extended to the 
client 

With no contractor or sub-contrac 
tor deriving any financial advantage 
it is improbable that there will be any 
considerable deviation from the speci 
fications as written. With adequate 
restrictions on substitutions, and strict 
adherence to required performance 
tests, an acceptable alternate or 
“equal” serves a purpose because it 
keeps the bidding competitive 

Another opinion expressed in the 
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Get your complete control systems 
for commercial and industrial burners 
from one best source—Honeywell 





14010811 Q283~— V495—Pilot v4021~— 
Oil Preheat and Flame Detector Gas Valve Oil Valve 
Interlock Control 





<——-.. Ga 
“ > > => 


M904E— (645— L91— 
Modutrol Pressure Switch Pressuretrol— Modulating 
Motor High Limit Pressuretrol 


Matched control system for commercial-industrial oil burner 


Here’s why going All-Honeywell on your 
oil burner controls means savings in time and money 


e® You work with matched control components, designed for 


easy installation; engineered to function together for years of Honeywell R4788 Protectorslay, heart of the Honeywell 
1 i control system for oil burners, the R478B is U.L. ap- 
trouble-tree service. proved; combines the speed, sensitivity and flexibility 
. of electronics. It offers fast, sensitive electronic flame 
® Honeywell dependability—backed by 70 years of experience eee — ‘ 
detection, dependable electronic timing. There's a dou- 
—reduces your call-backs. ble component check for added safety plus convenient 
, , . . voltage selectability. 
e You simplify deliveries and inventories. . , 


e You rely on one supplier responsibility, backed up by 112 
Honeywell sales-service offices throughout the country. There’s 


fast help when you need it. Honeywell 


® You choose from the most complete line of burner controls - . 

in the industry. Honeywell makes complete systems for Hori- H Fiat WE Coitiol 
zontal Rotary Oil Burners, Pressure Atomizing Oil Burners, 

Combination Gas-Oil Burners. For more information on these 

Honeywell Control systems call your local Honeywell Office. 

Or write Honeywell, Dept. FH-12-63, Minneapolis 8, Minn. 





interview was that mechanical super 
vision should be a part of every 


specification and its execution. The 
supervision should be compulsory, 


preferably at 25%, 50%, 5 and 


fnal stages of completion. To engi 
neers and contractors who have wit 
nessed the consequences of accumu 


lated errors or oversights caused by 


lack of supervision, this precaution 


needs no explanation 

Stearn also has encountered | 
lems caused by overlapping contracts 
For instance—specifications have been 
written in an honest attempt to kee} 
each contractor working strictly at his 
own trade. Experience indicates that 

1. No one other than the oilburner 
contractor should be responsible for 
electric wiring of burners and burner 
controls. 

2. Any brickwork or masonry 
tracts should not include the refrac 
tory combustion chambers. These 
should be installed by, or under the 
supervision of the oilburner contrac 
tor in accordance with the recom 
mendations of the oilburner maker 

3. All fueloil handling and storage 
equipment including storage tanks 
pumps, oil lines and fuel heating de 
vices should be part of the oilburner 
contract, For many years, divided re 
sponsibility with regard to various 
components of oilburning systems, re 
sulted in headaches. 

Whether or not you agree with tl 
opinions so freely and informally dis 
cussed, you may rest assured that Mike 
Stearn has the respect and coopera 
tion of the big-burner men of Chi 
cago, and that goes a long way in the 
preparation of good specifications, and 
inening desired results. 


New MID-WEST 


"fissures | Instant Light-Off 
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boiler with a draft gage while firing 
each as hard as possible. You may find 
the over-fire draft in the trouble boiler 


Rea ders’ Problems lower than the over-fire draft in either 
. w i y ~ - 


Three 1aeé 


SO hh 


ea 


of the other two boilers. If you do, ob- 
tain expert help when you try to de 
ntical boilers, judged cide whether to redesign the smoke 
ch. are side-by-side to breeching so that it gives each boiler 


ttery. They ave fired by hori equal draft, or install a draft inducer 


1 


? 


tanner ni 


trou 
vide 
f 


y €7 


eratu 


cutp terneee with: wee for the one trouble boiler or for all 


Wich 


h were installed in the three boilers, or install the forced-draft 


whnicn 


t 


ime years a blower for the trouble boiler: 
ble is that one boiler This installation is simply asking for 


as much steam a : ce mplete modernization, whicl h should 


1 without smokine it ca include the installation of modern com 


10ugh oil to produce a bustion controls including over-fire 
re of 470°F., whereas draft-control equipment 


tu boilers Stac k tempera- 


be run up t 630°F. and 9 Two package boile heat this 


This 1S 


irritating because all building. Eacl 1 is fired 65 gph. All con 


ups seem identical. Their per densate from radiation, etc. goes into 


rcea 


air in 


ul} 


tt + 
til i 


trouble 


ing le 


one open condensate receiver. Twin 
condensate pumps on the base of the 
receiver are controlled separately by 
one float-switch on each boiler, to start 
draft blower to push the pumps when the boiler waterlines 
to the third boile get slightly low. A float-valve arrange- 


tput ment on the end of the condensate re 


W. T.S., Aurora, Ill ceiver tank gives it make-up water any 


rced-draft blower will time the level of water in this tank 


may lie in the trouble drops to less than one-half full. The 
ss draft over-fire than only cold-water line to the heating sys 


boilers—a trouble not tem, for giving make-up water or boil 


na 


jatur 


mn 





HIGH TENSION WIRE 
BLOWER 


ea 


S 
ct a-§ Fase  3-11D 
GAS COCK’ pressure 2° SOLENOID VALVE 

REGULATOR” 





JONITION TRANSFORMER A BOILER FRONT PLATE 


LECTRODE 








job having three boil- er water, is the line that goes to this 
il draft by one chim- float-valve arrangement. The job works 
10n breeching beautifully, having been in use for al 


most a year now. 


GAS-ELECTRIC PILOT 


for Commercial-Industrial Oil Burners 


ADVANTAGES: 


@ Forced draft blower drives pilot flame 
directly into burner oil mist. 

@ Pilot flame unaffected by variance of gas 
pressure 

@ Excellent flame retention resists air turbu- 
lence within boiler. 

@ Simple to install in existing or new in- 
stallation. 


MIDWESCO, INC. 


1650 N. ELSTON AVENUE, CHICAGO 22, ILLINOIS 
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FOR LOW COST HEATING 
PLANT POWER-DRAFT AND 
INDUSTRIAL EXHAUSTING 


Patent No. 2,722,372. 
Other Patents Pending. 


Ouickdraft 


* NO MOTORS, FANS OR BEARINGS 
IN EXHAUST LINE * NEEDS NO STACKS 
* ACID RESISTING FINISHES * STATIC 
PRESSURE UP TO 60 INCHES 


FOR HEATING PLANTS AND INCINER- 
ATORS, Quickdraft provides constant draft for 
efficient and economical combustion. It eliminates 
pulsating or chattering, puffing, smoking and sooting. 
Costly, tall and unsightly stacks are unnecessary. 
FOR INDUSTRY, Quickdraft now offers from 
44-inch to 60-inches static pressure for exhaust- 
ing corrosive gases, abrasives and paint spray .. . 


moving fine bulk materials and wastes. 


FOR MOVING AIR ... in or out of building 
through ducts . . . Quickdraft is outstanding. 


N-44-QD 





IMPORTANT NOTICE 


For withstanding corrosive gases, all Quickdraft units 
are available in standard acid resisting vitreous enamel, 
No. 316 Stainless Steel, rigid plastics (P.V.C.) and with 
plastic and Fiberglas coatings. 








Write for QUICKDRAFT ENGINEERING 
DATA on your application . . . today. 


Ouickdraf? ..«...0« 
CORPORATION conten, onic 


Sha 


to 
properly prepare 
heavy oil for combustion 


use 


EAGAN 
‘pre-packaged’? 


FUEL OIL-PUMP and 
HEATER SETS 


Use the most efficient and up-to-dote means for 
the proper preparation of heavy oil for combus- 
tion—oan EAGAN “pre-packaged” fuel oil pump 
and hecter set. These are the benefits you'll get: 
@ speedy installation since an EAGAN unit is 
delivered ready to operate. Only connections 
to oil and steam supply, burner, bypass and 
relief valve are required. 
elimination of combustion difficulties caused 
by improper field assembled combinations. 
reserve capacity. EAGAN units exceed mini- 
mum requirements of the burner with on 
adequate safety factor to provide for even- 
tual wear and future demand increases. 
easy maintenance since all parts are located 
for easy occess. 
@ long life because of special engineering, 
sturdy construction. 
EAGAN fuel oil pump ond heater sets heat to 
300°F, pump to 400 psi and have capacities to 
3000 gph. Single or duplex units ore available for 
steam or electric drive. Duplex “electro-steam"™ sets 
provide for electrical failure by incorporating one 
steam pump ond one electric motor driven pump. 
Other EAGAN fvel oil pump and heoter sets can 
be made to your special requirements. 


Write, wire or call and let us bid on your job 


Walter H. Eagan Co., Inc. 


2339 Wallace Street, Philadelphia 30, Pa. 


Mirs. of condensote vocuum,. turbine boile ‘ 


Pump Specialist Since 1920 
emma 





. . « « Readers’ Problems 


Suddenly the owner has declared This idea has much less value in an understand the “why” of this. What 
our installation incomplete. He says a unattended boiler room which has tw: gases does the author of the textbook 
city-water or cold-water line should fully automatic package boilers than have in mind? Why drive them from 
run to each boiler in addition. Open it has in a boiler room which is at the fresh water, just put into the boiler? 
ing a valve in one of these lines would tended at all times—for plainly a man PSL. Favette 
give make-up water directly to the is needed to put the new make-up lines A. The author undoubtedly 
boiler, with only manual contro! of the uss oxygen mainly in mind. for hi 
flow of water into the boiler. Have The idea has value for boilers hand mended procedure avoids “ox 
you ever heard of this? Can you un fred | |, for the firebeds in these ting” of boiler tubes and oth: 
derstand the basis of the owner's 1 continue burning when the electricity metal in contact with the boil 
quest for the two new cold-water lines ‘ails, and cannot be turned off instant During recent years, boil 

H. L. H., Montreal, Ca: ly by low-water cut- Alsi have warned more and mor 

A. Yes, in answer to your last tw hand-fired boilers have attendants, \ danger of oxygen pitting 
questions, we have heard of such an re on hand ready to to use sucl ly damage it can do t 
idea and know the reason for it hat trolled boiler-feed valves and safe, certain authorities w 

Men employed by insurance orga: pipe lit s the owner now wants you ing and steaming a boil 
izations, and others who make a point t t hi of filling it with 


of maximum boiler-room safety, ofte: ting engineers belli y to avoid putting fresl 


request the additional, direct, make-uy full tomatic installation of the kind a boiler which cannot be fi 
lines for installations of the t 1 tl id After you have boiled 
describe. t vater lines and valves the owner in a boiler, the water is 
Their point is that if the electricit ts you install ains no air, oxygen, 
fails in the boiler room (without ele etc. Free from these gas 
) A bool water is kind to boiler n 
| } 


7 


not put water into the boilers) 
the condensate pumps break d 
should be possible to open a valv 
add city water directly t 
which needs water. 





SAFETY SWITCH | 
Ne eeaactsme | fleres An Expert— 


IF BLOWER FAILS 


Protection 
for 
Oil Burners 
* 
industrial 
Ovens ; 7 q Selecting burner size 
és " 


THE COMMERCIAL INDUSTRIAL 
OILBURNING BOOK 


Computing boiler load 


Power , Combustion volume 


Gas Burners fi Boiler types 


WHAT IT DOES eS ee 

The Dewey Safety Air-Flow Switch protects against ; = i ee tube boilers 
opening of fuel valve until fan is up to speed. SS! Sess Selection of burner 

. 





Insures purging of furnace before fuel valve opens. Closes 


fuel valve if fan slows up or stops. Flashes danger signal ONLY $2.00 A COPY! and other valuable information 


if fan or fuel stops. Safeguards against danger from gas ° ° 
fuel failure when used with safety shut-off valve. 


Thousands sold. Factory Mutual and Underwriters Contains a series of articles of particular value to 


Laboratories Approved. Standard equipment on leading ‘ : , 
paedete, Welto for prices and lnerature. you, including 12 features by Kalman Steiner on 


DEWEY GAS FURNACE CO. ag 
100 E. Baltimore Detroit 2, Mich. pacuisn ORDER YOUR COPIES TODAY) 


ue, aR | Fueloil & Oil Heat An 'Yon 36. 6 Y. 
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the “Design of the Industrial Installation.” 














COMMERCIAL & ENTERPRISE Burners perform 
- INDUSTRIAL : to our fullest expectations 
oilburning = —year after year” 


Says Otto Walters, Head Custodian, 
Capuchino High School, San Bruno, Calif. 


6 oil, and in recent 
impossible to start 
iler cold after break- 
ing. Then only cold 
burner, instead of as 
1 boiler-water fueloil 
de of boiler 
ngs by imstalling a 
light No 2 fuel 
ilburner suction line 
per valves, as well as 
n tank for No. 6 
irted perfectly, of 
change its adjust 
vater-thin No. 2 oil, 
tried it with steam 
after a 36-hour shut 
cleaning and repairs 
that in one hour of 
sing the No. 2 oil, most 
nis Ou im my neu 275-gallon tank 
ppeared. When I draw No. 2 oil 
llon tank, the oil 


nthe tank mach  USers, Engineers, Contractors—all agree: 
nats Geen, Ane: “Everyone Benefits When It’s an Enterprise” 


2 oil to the 5,000 
fueloil tank. Seems 
, vall T 5 
) gallons of No. 2 oil : 2 . " : 
2 — dei Ni : The man who’s on the job with heat- range of Enterprise Burner sizes 
f boiler, 75 gallons of ing operations day after day has shown here: 
s winds up in the 5,000-gallon tank the facts. At the modern, two-level 
iN 6 oll cil Capuchino High School facility — MORIZONTAL ROTARY OL BURNERS, 
earns ppg which includes fifty-one class rooms, & COMBINATION ON & GAS BURNERS 
E. B. P., Flushing, N. 7 heated pool, gym, theater, auditorium, 
burner uses No. 2 cafeteria, shops and kitchen—this man INPUT OuTPuT 
is Head Custodian Otto Walters. His 








ng up the cold 80 hp [sen _| ee 
oc | Ce/WR UBS /HR) BHP) Cho 


four Enterprise Burners have deliv- we 
: 

ner’s return line should ered smooth, trouble-free service : 
ned No. 2 oil back to both class rooms and hot water: — pend 


manent Gos Steam 








? | 3280 

7050 

9400 

14100 

16400 

5800 23400 

6960 28200 

8700 | 250 |35250 

11600 | 336 |46900 

15660 | 453 |63400 

23200 |o72 | 94000 
i 


5 days a week for nearly eight \ 2s 
nk. not to the tank in , 
On-the-job performance such as 
s stored this naturally scores big with every 
line. which has a one down the line —dealer, engineer, 
contractor and user. Check the facts— 
nia you'll learn that the men who specify 
burner to return oil to the 275-gallon and work with Enterprise have found 
ink. When you use this return line the best burner buy! 
you warm up the boiler, a valve Fit your specifications to the right 
burner model from the complete 


t, which permits the 


Eeme ETO wm? 


lar return line must be 











prevent the flow of light 
to the large oil-storage tank 


should have a commercial-in 
The Choice of Heating Experts 
oilburner expert lay out the 


pr for you. He should make E ENTERPRISE 


certain i safety aspects, and ; 
letailed instructions for DEPENDABLE BURNERS 
ur equipment 
page 90) ENTERPRISE ENGINE & MACHINERY CO. ¢ 18TH AND FLORIDA STS., SAN FRANCISCO, CALIFORNIA 


liter 








The “Bethbehem 


ay 


YA VAIL oy 


PAYS FOR ITSELF 
YEARS! 


ie. 
ele 


FUEL SAVINGS 
OF MORE THAN 40% 
ARE COMMON! 











Acclaimed America’s finest Oil Heat Package 
Unit, the Bethlehem DYNATHERM is truly the most 
efficient automatic heating plant on the market! 
It actually exceeds customers’ expectations be- 
cause it gives them more for their money in fuel 
economy, convenience and comfort than they 
have ever known before, regardless of what 
heating system was used! 


BETHLEHEM FOUNDRY & MACHINE COMPANY 
BETHLEHEM, PENNSYLVANIA, USA 


NEW PRODUCTS 


Torrington designs mixed-flow Impeller 
for Application to room Airconditioners 


TORRINGTON S “H™ mixed-flow impeller, for suc! 
itions as room aircond'tioners. consists of 
les mounted 
1 curved 
ring and 
back plate. Blades 
intake edge 


blades 


discharge 
resemble 
trifugal im 
The blending of the two results in com] 
peak efficiency 


i! It features high 


npellers will be produced initially 


} 


] 


ill dimensions of 9 by 3 ins.; 10 by 
r 150 to 
The Ti 


Morysville’s new service Body 
is equipped with 12-drawer Unit 


body features a 1 


mpartments 


Understructure is 3” channel steel with reinforced 
ver wheel housing and 12 gauge diamond floor 
474 ton model shown has a 90” by 48144” floor space 

41” height and 26” floor-to-top measurement. All 

mpartments are 1442” deep 


Made by: Morysville Body Works, Inc., Boyertown, Pa 
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In Neptune Remote Control System, control 


valve at rack opens automatically when ticket is at Metropolitan Petroleum’s new Bronx Bulk Plant eee 


“printed in.” 
Register at rack is accurately synchronized with 


ticket-printing register in office. These Red Seal with Red Seal Remote Control Metering 


meters are 18 years old, still highly accurate. 


Smooth, fast flow of dealers’ trucks through 12 loading bays is 
handled by one man in this modern, automatic bulk plant. Aided by 


Neptune Remote Control Meters, the dispatcher stays inside the 
office, with complete control over every delivery. 

The 12 registers in the office are accurately synchronized with the 
rack meters. When a truck rolls into a bay, the dispatcher “prints in” 
a ticket in the proper office register. This automatically opens a 
Neptune control valve at that bay. No product can be drawn until 
this is done. The action of “printing out” the ticket closes the valve 
again. On his way out, the driver stops at the office just long enough 
to sign the ticket. 

There’s more to this story: All of these Red Seals were salvaged 
from Metropolitan’s old plant and are up to 18 years old. Instead 
of wearing out, they have mellowed into a condition of extremely 
stable accuracy. Now part of a system as modern as tomorrow, 
they're good for decades more of accurate, dependable service. 


NEPTUNE METER COMPANY 
19 WEST SOTH STREET * NEW YORK 20, N. Y. 








Wide-open run-ways speed traffic. 12 light-fuel ener ke en 
bays are at this end; 16 bunker bays are at far 
. ° BRANCH OFFICES IN PRINCIPAL CITIES 
end. In background is tanker unloading at ; 
terminal. 





AND GET A 
PERFECT MARRIAGE 
EVERY TIME! 


@ One-Piece Bow! Construction Eliminates 
Connection Leaks at Bottom 


e Hexagon Extensions Provide for Easy In- 
stallation and Servicing 


e All-Wool Felt Cartridge for Finest Filtering. 
Interchangeable with Most other makes of 
Filters 


BETTER FOR the JOB 
BEST FOR YOU 


Superior Design and Competitive Price means Su- 
perior Profits for You! Tear out and mail coupon 
below for full details. 


ewww oe wee ee Se Se eS == eS = SS = = 
AUTO-FLO CORPORATION 
12085 Dixie Street, Detroit 39, Michigan 
Please send me full information on: 
(] Auto-Flo Fuel Oil Filter [] Auto-Flo Automatic Humidifier 
Nome 
Address 
City 











.... New Products 


Burnham extends Jubilee Line 
to include 15 boiler Models 


BURNHAM'S Jubilee wet base boiler line now includes seven 
steam models and eight water models. The line ranges in 
size from 445 to 1,525 sq. ft 
in I-B-R-rated water models, 
from 320 to 955 sq. ft. in 
steam 
The Jubilee-Pak, factory 
assembled water boiler, 
tested and ready for 
n, now is availabk 
ipacities from 445 t 
sq. ft. of water 
xed with plastic protective cover and pa 
skid-bottom crate 
Jubilee also provides hot faucet water witl 
Trufin tankless heaters; built-in heaters ari 
ype operation. Jubilee boilers ar 
rantee « ll cored cast-iron sectior 


p., Heating and C 


139 Models are included in 1959 
Parade of Chevrolet truck Line 


CHEVROLET'S truck line has been expanded to 139, thre 
in last year, on 22 different wheelbases. Included 
nventional, 22 low-cab-forward, 8 forward-con 
tandem-axle and 5 school bus models. Major em 
in the light-duty series on fuel economy with 
mproved six cylinder engine 
Yhevrolet-V8 truck engines have a new thermostati 
ontrolled by-pass cooling system, replacing the per 
nanent type formerly used. In general, the massive fun 
nal styling of the 1958 models has been retained 
Made by Chevrolet Motor Division. General Motor 
101 Detroit 2, Mich 


Thrush water pressure relief Valves 
in low or high pressure Settings 


THRUSH water pressure relief valves are furnished in both 
low pressure and high pressure settings, with or without 
No. 39 valves are 30 lb. valves 
ot water space heating systems: 
39H are furnished with set 
f from 45 to 150 Ibs. for do 
storage water systems. Inlet and 
Le 


? 


nnections are 


hese brass body relief valves are 


for low cost, high capacity 

protection and feature all brass 

working parts, special heat resisting 
liaphragms and high temperature silicone seats 


Made by: H. A. Thrush & Co., Per 
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Warning to all oilmen! 


YOUR BIGGEST COMPETITOR- 
THE GASOLINE TAX- 
IS READY TO STRIKE AGAIN! 


As every oilman knows, gasoline taxes are your biggest competitor for the 
American motorist’s gasoline dollar. 





Now, according to reports from Washington, Congress will be asked to raise the 
federal gasoline tax again—by as much as 2¢ on every gallon! 


_ 
TODAY: The American motorist pays federal and state gasoline taxes* equal to: 


41% of the retail price on every galion 





54% of the tank wagon price on every galion 


80% of the refinery price on every galion 


a 
TOMORROW: If this tax increase is allowed to go into effect, the 


American motorist will pay federal and state gasoline taxes* equal to: 





50% of the retail price on 
every gallon 


66% of the tank wagon price on 
every gallon 


97% of the refinery price on 
every gallon 


*Combined national average of state and federal gasoline taxes. 


WHAT DO YOU THINK THE AMERICAN PEOPLE WILL SAY 
ABOUT THIS? CAN THEY AFFORD IT? WILL THEY BLAME YOU? 


COMMITTEE ON PUBLIC AFFAIRS 
of the 


AMERICAN PETROLEUM INSTITUTE 
50 WEST SOTH STREET 7 NEW YORK 20, NEW YORK 


Sh 








I call it the 
31st Annual January 


Statistical & Review Issue 





BOTH of us say— 


This will be our most important Issue 
of the year, for FUELOIL & OIL HEAT 
Readers and Advertisers. Ad Forms will 
be open until December 12th. 


How Much Space Should 
We Reserve for YOU? 











tuelloill y \*. MEMBER 
villheat = |) ql 
sat ba 


7 FUELOIL & OIL HEAT 


oll 2 West 45th St.. New York 36, N. Y. (MUrray Hill 2-4786) 
ss 





NG A. G. WINKLER, Adv. Dir LEE STEEDLE, Adv. Mor. 

ancovort" 1 Eastern Adv. Mgr.: Dick Raymond 

MEW II Midwest: Larry Alles, 224 So. Michigan Ave., Room 200, Chicago 4 (WAbash 2-9548)—Pacific Coast: 
J Don Harway, 1709 W. Sth St., Los Angeles 17, Colif. (HUbbard 3-5141). 
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I call it the 
January Show Issue 
for the 14th International Heating 
& Air-Conditioning Exposition! 








Best Issue of the Year 


for Your Advertising! 





OR the last 31 of FUELOIL & OIL HEAT'’s 36 years, each January Issue has presented a highly 
vee and penetrating analysis of the Oil Heat Industry’s activities during the preceding year. 
This Issue reports on sizes, prices, and trends in oilfired boilers, furnaces, conversion burners, 
and commercial-industrial equipment. It includes over 30 tables and charts, with an analysis of 
their significance to oil heat dealers, distributors, and manufacturers. Valuable sales data in this 
Issue will include a study of selling activities by oil heat dealers; equipment sold; salesmen’s com- 
pensation; geographical variations; and a dealer forecast for 1959. 


If you want to sell to this $3 Billion market, this Issue can help launch your 1959 sales program 
in high gear! 


2 in I Value! 


January will also be our official Issue for the 14th Heating & Air-Conditioning Exposition, Phila- 
delphia, January 26-29, 1959. This Issue will be a focus of information for those around the 
Nation who will not attend the Show, as well as for the thousands who will go to Philadelphia. 
Complete Show Data will be included. It presents an opportunity for Exhibitors to assure success 
for the Show investment. Oilheating ordinarily dominates the heating phase of this great Show. 
It is being held this year in the “heart” of the greatest oilheating markets: the New England, 
Mid-Atlantic, and South Atlantic States, which comprise over 60% of the oilheating business — 
dominated by FUELOIL & OIL HEAT. 


Exhibitors: Complete distribution of this Issue will be accomplished in time for you to “pre-sell’’ 
your Exhibits at both the Builders Show in Chicago, January 18-22, and at the Heating & Air- 
Conditioning Exposition the following week, in Philadelphia. 


January is also the month when overworked oilhandling equipment signals the necessity for re- 
placement, addition, or modernization. An excellent Issue for oilhandling equipment advertising! 


Display your entire line to the oilheating-fueloil Industry, in the big Statistical & Review Issue, 
and Show Issue, of FUELOIL & OIL HEAT! 


dil, 





xf WALKER 


SHUR-~FLO 


Mit... 


' 7 Pete 
IM THE START... 
3... Oil... and Solid Fuels! 


3 i 
y s™ 
Pi y 


THE INSIDE STORY OF 
SHUR-FLO EFFICIENCY 
@ Hi Volume Seif-Feathering Fan 
© Self-Cleaning Blades (No soot 
Wolt-oh)  & stainiess Steel Shalt, 
Hub, and Slades. 
© Quiet, burn - out proof 
motor 


“‘| don't fuss and fret with uncertain draft anymore 
since Walker brought out this low-priced draft in- 
ducer -reguiator combination. Now, | install Walker 
inducers on all my jobs. That puts me way out 
shead, because with good draft | know every job 
will be exactly right from the start 


"Most Efficient 
Draft System 
Ever Made" 


Say Heating Contractors, 
Architects, Home Owners 





© Silicone oiled bearings 
@ Extra rigid 





Biss. 





Draft problems are eliminated with a Walker Shur-Flo 
Control (Pats. Pending) in an oil, coal, or gas-fired 
installation because it’s the SUREST DRAFT SYSTEM 
ever devised. 

Here’s an economical draft inducer that’s a 
fool-proof answer to every draft problem from older 
heating installations to modern, low-roofed houses. You 
just install it and forget it. What could be better? 

Moreover, the Walker Shur-Flo with fan operated draft 
inducer moves ONLY flue gases; does not suck in outside 
air. Building and home owners like the Shur-Flo 
because it runs quietly, costs less to operate, and requires 
little power. You'll like the Shur-Flo because it installs 
quickly at any angle—vertically, horizontally, or at a pitch 
—and virtually eliminates costly callbacks and corrections. 


There’s a Walker Draft Control scientifically designed to meet every 
draft problem regardless of fuel. 28,000,000 in use prove efficiency. 
The standard of performance for the industry. 





VENTURI CAP 
for heating 
and ventilating 


ROYAL PURPLE JUNIOR LINE DOUBLE SWING 
for smaller comred! central heating for gas fired 
heating plants | budget control equipment 


| | | 

| | | 
od 2 
| | 

| | 

| 

| 


For full details, see your supplier or write direct 


WALKER MFG. AND SALES CORP. 1750 Penn St., St. Joseph, Mo. 
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New Products... - 


Paracoil Type PC heat exchangers 
have new packing retention Method 


\ FEATURE 
packing 


to be mack 


of Paracoil Type PC heat exchangers 
retainer ring that permits shell side pr 
with the tube ends 
exposed. Retention studs hold 
the retainer ring and packing 
in place. Tubes may be rv 
rolled or even replaced with 
yut removing the tube bundle 
from the shell at 
Mixing of shell and tube side fluids due t 
ficiency is prevented since leakage from either 
through detection holes in the retainer ring. Tube ht 


may be removed without disturbing shell side 


Made by: Davis Engineering Corp., 30 Rockefe 
New York 20, N.Y 


Kent cleaning Package suitable 


for boiler and furnace Vacuuming 


TURBO-VAC vacuum cleaners and the recently-d 
Drum Seal are offered by Kent, intended for such « 
tions as boiler and furnace cleaning and similar clea 
in the heating and airconditioning field. Useful 
cleaning up after installations and repairs 


Turbo-Vac 


tion wit 


may be used as a complete unit. In combina 
the Drum-Seal it may be placed on an ordinary 
r container. Turbo-Vacs alone are available 
in four models with tank capacities up to 10 gals. Heads 


metal drum 
are removable and designed to fit tightly into the top 
the Drum-Seal unit, which is held securely on thi 
tainer by suction 


Made by: The Kent Co., Canal St., Rome, N. 7 


Moncrief announces two Sizes of 
blower-evaporator Combinations 


MONCRIEF air handling units for summer air 
combining a vertically-mounted flat evaporator 
air distribution 
blower and motor 
in the same cabi 
net, have been an 
nounced by 
Henry Furnace 
Available 
in two sizes, the 
units are rated at 34,000 or 55,300 Btu/hr net cooling 


hp or 5 hp Moncriet 


capacity when operated with a 
air-cooled condensing unit, respectively. When installed 
with ductwork, intake and discharge ducts are attached 
to the units: where alr 1s taken from or discharged directly 
into the room, intake and discharge plenums with grilles 
are available 


Made by: The Henry Furnace Co., Medina, Ohio 
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Weil-McLain adds large Size or other heat transfer devices as the load changes 

to oil boiler-burner unit Line The temperature at which each switch operates is inde- 
pendently adjustable throughout the operating range 
Models may have varying capillary lengths, with either a 
short rigid immersion type bulb or an extended flexible 
tubing temperature sensitive bulb. 

1.145.000 to : —. Made by: Automatic Devices Co., Inc., 714 Hillgrove 
tu/hr, 4,770 to : , Ave., Western Springs, III. 


\DDITION OF THE B-HO-44 size, to its line of oilfired boiler- 
burner units has been made by Weil-McLain. The new 


ize is I-B-R rated with a net 


f steam. New . 
lesigned for this National-U. S. commercial Unit 


rate delayed oil handles both Heating, Cooling 
lectronic safety 


DESIGNED especially to provide erature ¢ ’ 
silbiiicte enemnalia , especially to provide temperature and humidity 
ner control throughout large buildings is the Capitolaire VER 
4 i tail 7 
fan-coil unit made 
The unit joins others in the . : < 
is by National-U. 5 
ne the smatiest size has a R d C 
c € ato ) 
net capacity of 68,600 Btu hr. All are designed for oil “s —" : ns rp 
, : ach fan-coil unit 
. iring, built of cast-iron, assembled with multiple short e prot 


handles eat- 
mage gas tight with asbestos rope seal indle re a - 
Weil-McLain Co., Michigan City, Ind ea 
and several units 


, , a" within a building 
Automatic Devices sequence Switch . 


‘ : : operate inde- 
with temperature resetting Device 


pendently so that 
FROM TWO TO SIX SWITCHES, actuated by a single tem occupants can dial their own climate. All are supplied 
erature resetting device perform a number of functions with water from central boiler and chiller units 

» Automatic Devices’ new switch. For example, it may Made by: National-U. S. Radiator Corp., Johnstown, 
ad or unload compressors or energize additional boilers Pa 


FOR HEATING AT ITS BEST 
WHEN WEATHER DOES ITS WORST -— = = 


Hev-E-Oil burners furnish all the air neces- 
sary for combustion, assuring perfect fire 
control under all weather conditions. Low 
fire start that builds up gradually to the 
flame size required means smooth, safe 
operation. And once the burner is set 
for greatest efficiency, it stays that way no 
matter what the weather. 

A complete package! Fire tested! Auto- 
matic, electronic controls. Meets all codes. 
Easy to install. Models from 5 to 150 gph. 

For more information on Hev-E-Oil 
burners write Industrial Combustion, Inc., 
4507 N. Oakland Ave., Milwaukee 11, 
Wis., Dept. FO-12. 





INDUSTRIAL’ COMBUSTION . 


INC. 
EXECUTIVE OFFICE: 4507 N. OAKLAND AVE., 


MILWAUKEE 11, WISCONSIN 
‘eloil e 
tate 











.... New Products 


Thatcher horizontal furnace Unit 
has Cerafelt combustion Chamber 


THATCHER COMET 581-52 horizontal, oilfired winter air- 
conditioner develops an output of 84,000 Btu/hr and is 
equipped with 
three eye hangers 
for overhead in- 
stallation. The 
unit has a Cera- 
felt combustion 
chamber, made of 
light-weight, unbreakable refractory fibers. Cold air return 
has a built-in filter rack; filter is removed through the front 
di Or 


-pay convenience. 


Thatcher equips the unit with a job-proved oilburner, 
having two adjustable air bands. A direct drive blower is 
standard, although speed control or belt drive is optional. 
Furnace measures 66/2” long, 23” wide and 25” high 


Made by: Thatcher Furnace Co., Garwood, N. J 


ARCH ROAD 
WESTFIELD, MASS. 


Thermolok-Adapto ignition Transformer 


There’s real money in Budget 


facilitates burner servicing Problems 


THERMOLOK innounces its new Adapto ignition trans 


— 


former which has three sets of terminals, each in a different 
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Budget Meters can be installed by your 
own service personnel — no electrician 


Meters! Mail the coupon now. 


tomers this new easy 


required. 


f 
fit most standard 


eliminates temp< 
ups, takes standard 
gs and permits 
one Therm 
take care ¢ fa 
f transformer service calls 
Thermolok Mfg. Co., Inc., 1099 Tulip Ave., 
are, N. Y 


put on automatic 


Viking ‘6000’ furnace Humidifier 
has easily adjustable Operation 


WRITE TODAY 
FOR COMPLETE 
INFORMATION 


VIKING “6000” furnace humidifier is packaged complete 
with 10 ft. of polyethylene tubing, 5 plates and all hard 
ware. The unit 
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There’s a great new profit opportunity for 
fuel oil marketers in Budget Meters — the 
little coin-operated machines that enable 
delivery, eliminating costly small gallon- 


your customers to pay their fuel bills with 
their small change. With these meters 


every customer can be 


will hold up to 15 


plates ind tea j al ' 
tures an easily ad a 
justable operating 
principle and an 
all-glass pan 
Als 
“6000” has 
lon valve 


signed to withstand water wear and corrosion, Magnasil 


COMPLETE 
INFORMATION 


BUDGET METER CO. 
ARCH ROAD 
| WESTFIELD, MASS. 


evaporator plates, claimed to be unbreakable under normal 
operating conditions 

Made by: Viking Air Products, 5601 Walworth Ave., 
Cleveland 2, Ohio 


MAIL THIS COUPON 


Mail me information and 
prices on Budget Meters. 


STATE 
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Now! direct sales 


of 
hose couplings 


bring new profits 
to hose distributors... 
big savings to oil companies 


Now you, Mr. Hose Distributor, can buy fuel 
oil and gasoline pump hose couplings direct 
from Scovill at 4 less than former costs! This 
means you can sell coupled lengths of hose to 
oil companies at much-better-than-competitive 
prices. The savings oil companies will realize 


hose couplings 


will make them your customers...will add a 
healthy glow to your profit picture. Take ad- 
vantage of this new sales opportunity soon by 
ordering your couplings direct from Scovill. For 
full details, write: Hose Coupling Department, 
Scovill Manufacturing Co., Waterbury 20, Conn. 


by SCOVILL 





...~ New Products 


Reading utility truck Body shifted into four-wheel drive The tilt cab tandem com 


designed for jeep Chassis bines the advantages of the tilt cab and the features of 
tandem axle and chassis 


A SERIES of “job-planned™ utility truck bodies has been 

designed by Reading for jeep chassis, one 90” body for 

the FC150 chas- 

sis and a 108” > as 
inch short stroke six-cylinder engine and deep-block V-8's 


model for FC170. ; ——— a aa ines ois 
H of 292, 302, 332, 404, 477 and 534 cu. in. displacement 


Standard on all models from the “500” series up is an 
internal-expanding two shoe combination parking and 


emergency brake. Ford truck engines include the 223 cubic 


The heavy-gauge = , 
Pte gto 1 Ford’s Custom Ranchero rides and handles like a pas 
bodies include ad . 2 ei senger car, yet offers more load-carrying capacity than 

S c « ‘ ; 


justable or per many standard pickups 

5 : er: 

manently installed shelves, as well as adjustable shelf and Made by: Ford Division, Ford Motor Co 
tray dividers. 608, Dearborn, Mich 


Entire body is electrically-welded into an int 


with the front panel ribbed to protect against shifting 


. Pan | Dual temperature Water produced 
loads. Tailgate is reinforced; understructure features | bw Bederal” ‘al H 
girder construction. »y Federals commercia eater 

Made by: Reading Body Works, Inc ading, Pa O SERIES of dual temperature water heaters have been 


1 by Federal for hot water supply installations 
Ford introduces truck Line for 1959 in apartment houses, hospitals and other commercial ap 


to incorporate Range of 371 Models plications. Both horizontal firebox type and Scotch marine 


re available, designed for large volum 
A FULL RANGE of 371 models ma ke S) up the i t 1 Vv labl , Gesigned for large volul 


trucks for 1959, including a new tilt cab tar 

and a Ford-built four-wheel drive h Series FTHW and FMHW can be pip 
The four-wheel drive models will be available soon in hree different water temperatures to be deliv 

the F-100 and F-250 series. They will cruise along in aneously. The heaters employ multi-pass coppe 

wheel drive or pull through mud, snow or sand when Made by: Federal Boiler Co., Midland Park 


16 MODELS-ONE FOR EVERY 
APPLICATION 


CHOICE OF GLASS OR METAL BOWLS 


BUILT-IN SHUT-OFF VALVES 
AVAILABLE 


EXCLUSIVE CHEMISTONE FILTER 


(Metal Bowl |) ; ELEMENTS 
with Shut- { = 

lb No matter what kiad of an oil burning installation you're 

selling or servicing, there's a time-proved, customer- 

satisfying Klemm Fuel Oil Filter to keep 

® .! it running . . . and running right. That's 

CLEMENT . ; | a Sw why it pays to insist on genuine Kiemm 


True Filter, Sw Filters — ‘Millions Since 1932.” 
not a strainer; 
long-lasting, 


eieiee wlth : " dy APPROVED MODELS AVAILABLE 


Kiemm. 
Keemm PRODUCTS 


oivision OF KLEMM AUTOMOTIVE PRODUCTS COMPANY 


1722 North Damen Avenve, Chicago 47, IIlinois 
EXPORT: Guiterman Co.. Inc, New York 4 * CANADA. Eigee, itd. Toronto 
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Advertising 


... one of 8 important links to 
Shell “Certified Comfort” profits 


Advertising. A full-scale advertising pro- 
gram has been developed for Shell Fuel 
Oil distribytors to help them familiarize 
homeowners with the outstanding benefits 
of “‘Certified Comfort.’ It makes use of 
television, radio, outdoor, newspapers and 
direct mail. This complete co-op advertis- 
ing program is available to all Distributors 
of Shell Heating Oils upon request. 


With “Certified Comfort,” the Shell 
Fuel Oil Distributor pledges to provide 
top-quality heating oil, while assuring his 
customers of premium service including 
degree-day system deliveries, anti-corro- 
sion treatments of fuel tanks and metered 
delivery receipts. 

Shell “Certified Comfort” offers fuel oil 
distributors many outstanding benefits 
such as: 


Distributor Marketing—Sheli markets over 
90% of its domestic heating oils through 
distributor organizations. 


Permanency —Shel! offers various types of 
long-term distributor contracts which also 
provide renewal options. 


—Shell has 

Product Acceptance—Shell has to, con- 
sumer brand acceptance and is one of the 
country’s largest national advertisers. 


Competition —Shell’s pricing policy to dis- 


tributors is fair and competitive. 


Research —Shell spends millions of dollars 
every year on research. Seven Shell re- 
2000 tech- 


nical experts who constantly work to 
improve and expand the Shell Product line. 


search laboratories employ over 


Training—Shell conducts local Workshop 
Conferences in distributor marketing areas. 
Shell also conducts an oil burner training 
center at its extensive Sewaren Labora- 
tories in New Jersey. 

Insurance—Shell offers its distributors the 


many benefits of a low-cost group life insur- 
ance program ...up to $10,000. 


“ath PAYS TO BE A SHELL FUEL OIL DISTRIBUTOR 


and the nearest Shell office will be glad to show you why. Ask for the District Manager. 





AUTOPULSE 


A NEW Mé 
FOR YOU 
IN THE 


MOBIL 
INDUSTRY 


You have known the Autopulse Electric Fuel Oil 
Lifter for many years. Your industry has sold 
thousands of them for space heaters and kitchen 
ranges in houses, apartments, and business estab- 
lishments. 


NOW -— Autopulse hands you a new profit 
opportunity on its Fuel Lifters: 


1,000,000 MOBILE HOMES 
4,000 MOBILE HOME DEALERS 
14,000 MOBILE HOME PARKS 











The product is already selling to this booming 
market. Autopulse is under way with an aggres- 
sive, national advertising program. Distribution 
is greatly strengthened, for your benefit. 


Model 8F 


Write today for full 
information 


Electric 


AUTOPULSE Division 


WALBRO CORPORATION 
Cass City, Micnigan 


. New Produci's 


Ray announces Line of small Capacity 
rotary packaged forced draft Burners 


RAY HAS ADDED a line of small capacity rotary type pack- 
] 


aged forced draft burners for use with multiple pass Scotch 
Marine, water : 
tube and firebox 
boilers 
All are factory 
assembled, wired 
and tested ready 


hook 


90 equivalent boiler horsepower, have electror 
light or heavy oil operation, combinat 
ion, instant fuel changeover on combinat 
npact design 
Ray Oil Burner Co., 1301 San Jose 
12, Calif 


Portmar adds four Sizes to Windsor 
boiler Line: now includes 16 Models 


FOUR SIZES added to the Windsor line of boilers enable 
his equipment to supply heating and hot water require 
small cottage or large industrial plant. Range 
mplete line is from 77,000 to 1,200,000 Btu/hr 

-am, 87,000 to 1,350,000 Btu/hr. forced water 
he boilers are designed for automatic firing and can be 
d with tankless coil for domestic hot water supply 
Portmar Boiler Co., 193 Seventh St., Brook 


N. ¥ 


a 


A-1 O}|L 

OUR TRUCKS ARE 
CTRONICALLY 
NISPATCHED 


4 














“This is the electronic dispatcher speaking”. 
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Activities of local and national 
industry associations are reported 
monthly in this department. Secre- 
taries are invited to send reports of 


activities to the editor by the Sth 








Wisconsin Associations merge 
into single petroleum Group 
DON NEVERMAN, 
Wisconsin Petr 
Vern Schaetzel, president of the Oil- 
Heat Institut f 
he merger of the two 


president of the 
leum Association, and 


Wisconsin, Inc., 


nization will retain 
onsin Petroleum As 
ll have offices in en 

Madison. A local 
maintained in Mil 


both groups will 

increased emphasis 

nge will be made in 

rs until the annual 

membership in Mil 
lary 25, 1959 

members now become 

Distribution Division, 

titute of America, Inc., 

il Oil Jobbers Council 


Bacharach presents film Strip 
on combustion Testing to Ont 
COMBUSTION TESTING and combustion 
s will be covered in the 
the Oil Heat Insti 
library. Bacharach In- 


st procedur 
eleventh film 
tute’s film strip 


dustrial Instrument Co., Pittsburgh, 


master copy and it 
for distribution im- 

the first of the year. 
listribution of the strips 

| through the Distribution 
This film can be used for 
training servicemen in the methods of 
adjusting burners for the highest op 


tional efhciency 


Another film, 
Party,” is finishing its Tv run. This 
picture has appeared on television 74 


“Housewarriing 


times in 67 cities. Approximately 42 
million people have seen the film which 
runs 1314 minutes and was produced 


in color two years agi 


Series of Service Schools 
planned by New England Ont 


GROUP I of the service schools spon- 
sored by the Oil Heat Institute of 
New England will begin on January 5 


OIL THRIFTY 


The classes will run for ten evenings 
in each of five cities. 

The course will be held on Mon- 
days in Fall River, Mass.; Tuesdays 
in Providence, R. 1.; Wednesdays in 
Brockton, Mass.; Thursdays in Wor- 
cester, Mass., and Fridays in Natick, 
Mass. 

General Electric will take over the 
first two weeks with service problems 
connected with low pressure burners 
and domestic cooling. Minneapolis- 
Honeywell will concentrate on domes- 
tic heating, electronic and zone con- 


dependable satisfaction 


\\_ FREE CATALOGS _- 


-- 
7 a 





Complete Lines of Packaged Units—all Factory Fire Tested. 


BOILER-BURNER UNITS—Eight sizes, 115 to 840,000 BTU. 
HOT WATER SUPPLY BOILERS—Seven sizes, 100 to 1000 gph. 
WARM AIR FURNACES—12 models, completely assembled. 
Oll BURNERS—Firing rates 0.5 to 20 gph. 


HERCO OIL BURNER CORP., 


LANCASTER, PA., U.S.A. 





trols during the next three weeks 

Other companies participating will 
be The Carlin Co., Taco Heaters, Inc., 
Webster Electric, Timken and Gulf 
Oil Co. 

Hollis L. Farrow, director of educa 
tion for the Institute, is in charge of 
the schools. 


Heating Information needed, 

i. . 
say Women at housing Meeting 
WOMEN attending the Women’s Con 
ference on Housing in Washington, 





More and more oil-heat manufacturers are 
finding they save time, cut costs and im- 
prove performance by fabricating combus- 
tion chambers from heat-resisting stainless 
steel blanks supplied by Ingersoll. 


Ingersoll’s special stainless steel is cor- 
rect in analysis to withstand high tempera- 
tures. It’s consistently uniform in quality 
and can be easily formed into a variety of 
shapes. 

You specify blank sizes, or multiples 
thereof (depending on size )—Ingersoll will 
custom shear it. And, from Ingersoll, you 
get the same quick handling on large jobs 
or small ones 





jersoll doe 


No breakage in shipment or handling 

For full details ; 
—write, wire : estes i 
or phone Quicker heating—greater efficiency 


» Lighter weight lowers freight costs 


Cleaner heat—better temperature control 


Borg-Warner Corporation 
New Castle, indiana 


| Ingersoll STEEL DIVISION 


. . « « Industry Groups 


Discussing the Women's Housing Con- 
ference held in Washington, D. C., Octo- 
ber 13-16 at the National Housing Cen- 
ter are left to right: A. Graham Shields, 
managing director, OHI of Greater 
Washington, D. C., Nels G. Severin, presi- 
dent, National Association of Home 
Builders, and Ralph H. L. Becker, man- 
aging director, OHI. 


D. C., recently were of the opinion 
that the homemaker should have mor 
information about her heating plant 
The Conference was sponsored by the 
National Association of Home Build 
ers and the United Industries Com 
mittee on Housing. 

The Oil Heat Institute of America 
participated and Ralph H. L. Becker, 
managing director, OH!1; A. Graham 
Shields, Washington, D. C. Out; and 
Robert D. Myers and Charles E 
Cockey, Jr., public relations coun 
sellors, were on hand to answer ques 
tions 


Art Program will certify 
Ratings for unit Coolers 


COMPLETION of the first phas 
certification program for 
conditioners has been a1 1 this 
week by Geo. S. Jones, Jr., managing 
director of the Air-Conditioning 
Refrigeration Institute, and Georg: 
Boeddener, managing director of th 
National Warm Air Heating and Air 
Conditioning Association 

The program which becomes effe 
tive January 1, 1959 will cover thou 
sands of residential and commercial 
type airconditioners and has been ac 
cepted by the majority of manufa 
turers in the field. Certification of thi 
equipment by the manufacturers will 
include a program of testing by an in 
dependent laboratory under contract 
to ARI 

The program is based on compliance 
with Ari Standard 210-58, and pro 
vides that cooling capacity ratings be 
expressed in Btuh or tons, but not in 


horsepower of compressor motors 


Butler is renamed President 

of Pennsylvania Association 
JOSEPH W. BUTLER has been re-elected 
president of the Pennsylvania Petri 


leum Association, Inc 
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Ray Nathan, president of the Oil Heat 
Institute of Long Island, gives Virginia 
Graham, television personality, a check 
during a recent Cerebral Palsy Tele- 
thon, which was on a local New York THIS 
TV station for 19 hours. The Institute 


made possible the remote portion of ; és REMOTE TELEC 
the telecast from the Nassau Cerebral , Pu . 


Palsy Center by paying all the costs 


for the line charges. , Brought fo you as @ 


thiough the courtesy Of the 
‘ ; L HEAT INSTITUTE 
a hae OF LONG ISLAND 


ms have *xpired are as —S ww 
G. Eyster, York; Ted ia on 
; Glenn, Mifflintown; Albert K. Kaye, 
P. N. Risser, Jr., Bed 
Clearfield; Rob 
Camp Hill: Silas E 
ster; and Carl W 


Union County Dealers have 


(ccountant as guest Speaker “the 


THE ?} MBER meeting of the 


n ( ty Oil Heat Association, only 


N._ |... Norman Starr, H. L * 
untants, was the good price 


ting was held at the 


R selle, N J 





lennessee Oil Men inaugurate 


new Office during Convention 
1808 Division St., 
ises the Tennessee 
ion. The ofhces 
the group's an 
1 late in October 
ikers during the 
sR. E. Keresey 
New York. His 


nt and the li 





OHI wants installation Photos 


of outstanding oil heat Jobs 


NK BI hairman of OH!'s 
program, requests 
ittractive photo 
ding oilheating in 
by them 
phs will be used in the 
program handled by 
Baltimore. Dealers 
Distribution Di 
ters, Oil-Heat Insti 
Fifth Ave., New 


icloil 








SOLVE YOUR PROBLEMS GET ONE TODAY 
$39.50 F.O.B. YORK, PA. 


It takes all the worry outof SPEED-KLEEN UNDERGROUND FILL 


tough fills. 
© built-in whistle — signals You Need One On Each Truck! 


when filling. 
e provides relief vent, when mS 
regular vent is trapped. 


@ no measuring — checking Solve your fill problems today— 
tank. write or phone C. G. Eyster at 


Saves Work — Stops Spills. TIME SAVING FILLS, INC. 140 W. Market, York, Pa. — Phone 6119 















Code and Tax Talks are heard 
by Massachusetts Association 


THE MASSACHUSETTS Oil Heating As 
sociation, Inc., had its 235th meeting 
on November 20 in Boston. 

Speaking were Ben G. Gilbert, at 
torney-at-law, on changes made by the 
uniform commercial code; and Mervin 
D. Gray, Cpa, whose subject was “Tax 
saving Possibilities under the new tax 
Law.” 


Out represented at McCall's 
Congress on better Living 


CHARLES H, BURKHARDT, national sec 
retary, Distribution Division, Oil 
Heat Institute of America, and Robert 
D. Myers, Ou1's public relations coun 
sel attended the second Congress on 
Better Living sponsored by McCall's 
Magazine in Washington. 





The session which they attended 


covered home planning and equip ‘ 

APS : : "el hown at a recent board meeting are (top picture) members of the Board of 
ment including heating. McCall's con- Trustees, Oil Heat Institute, Seattle, Washington. 
ducts the Congress to help business Below a bes ~ are the officers: Roy Sievers, secretary; Bob Elmslie, Institute 
anticipate consumer amet managing director; Fred “Lai aaa president; and C. B. Bud 





NO EXPANSION TANK 
This Boiler... EQUIPPED WITH EXTROL 


EXTROL is the Modern Expansion Control System 

the Permanent Answer that replaces the old fashioned expansion tank, and 

to AIR TROUBLES in’ ENDS THE PROBLEMS OF ... AIR IN THE SYSTEM 

Hot Water Heating Systems ... WATER LOGGED EXPANSION TANKS... and 
UNPROFITABLE SERVICE CALLS. 










Providing far more Expansion Capacity 
than ordinary expansion tanks, the 
pressurized diaphragm design of the 
Extrol prevents any contact between 
boiler water and expansion air, thereby 
eliminating the source and cause of air 
troubles in hot water heating systems. 





ASK YOUR WHOLESALER OR WRITE 
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ALL the MAGIC of the OILBURNER 


IN ONE COMPLETE VOLUME! 
the 
“HANDBOOK OF OIL BURNING” 


Over 950 pages of facts and data 


practical—authentic—up-to-the-minute 


Years of research and industry cooperation made this author- 
itative volume possible! 48 top men in their fields contributed 


chapters to this book. 


All 48 of these top men will work for you through the pages 
of this book for only $10. 





The book is divided into 9 major sections as follows: 


eit sean ena OIL AS A FUEL ELEMENTS OF THE HEATING 
TEXT EVER COMPILED ON * 
OIL BURNING COMBUSTION OF FUEL OIL ° 
CONTROLS 
. s 
PREPARING OIL FOR bad 
MORE THAN 500 COMBUSTION SELECTION OF EQUIPMENT 
ILLUSTRATIONS 
* ie 
e OIL BURNING EQUIPMENT STANDARDS 
as 9 APPLICATION sdiaasseuee AND 
AND CHARTS MAINTENANCE OF OIL BURNERS 
* 


Onder your cony Now! 


PUBLISHED BY 
OIL HEAT INSTITUTE 


OF AMERICA, INC. Send order to: fueloil & oil heat Meotenua et 








the Yes, pleasesendme... .......... copies of 
ANDBOOK 
. ° HANDBOOK OF OIL BURNING 
of ' 
on ain my remittance of ...... is enclosed. 
$10 A COPY $] @) 
SP: 0 on 6 03.000000dsnbahd sedi awake snkbneadavce isan 
¢€ PER COPY 
CONE. .000 nc onde owahqnhlbetésduuee seed sasekasbeuuen : 
Send your order to 
a i PE: 600 os cb nn dpetaneadeees ban ebb cautedacdsiannses 
Fueloil & Oilheat 
BOD 6.000ns6000ss56b bee meeet tends a cee esses 
2 WEST 45TH ST. od oe 
New York 36, N. Y. SOG. « 0:0 s:cdsnabmeegnetbineneetiel naka tietcdence aie 
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. « »« Industry Groups 


Airconditioning Exposition The sponsoring organization, the president, Oil-Heat Institute of Amer 

will stress new Equipment American Society of Heating and Air ica, Inc.; and R. A. Locke, Steel Boiler 

RAW MATERIALS, fabricated parts and Ci ndit oning Engineers, is having its Institute. 

components, and finished equipment ort nnual ene. during show 

all will be included in displays at the “°°* @t ™ Bellevue-Stratford Oil-powered Homes predicted 

14th International Heating & Air Among the members of an advisory at Long Island Ont Meeting 

Conditioning Exposition scheduled for committee for the Show are L. N HOMES with all appliances powered by 

Convention Hall, Philadelphia, Janu Hunter; past president, ASHAE; R. E fueloil was predicted at the November 

ary 26-29. Ferry, general manager, The Institute meeting of the Oil Heat Institute of 

More than 450 displays will feature f Boiler and Radiator Manufactur Long Island. Inc 

new equipment for heating, ventilat ers; Frank L. Meyer, president, Na Calvin D. McCracken, Jet Heet, 

ing and cooling as well as complet tional Warm Air Heating and Air Inc., Englewood, N. J., was the eve 

airconditioning. Conditioning Association; J. V. Resek, ning’s speaker. He foresees the time 
when equipment fueled by oil will ; 
run airconditioners, refrigerators, 


clothes dryers, and cooking stoves, 
















’ 
Quarterly membership Meeting 
held by Chicago Association 
NOVEMBER 13 was the date of the 
quarterly membership meeting of th 
Chicago Oil Burner Association, A 
social hour and dinner preceded tl 
business meeting at the Sheraton H 
tel 
Robert H. Perry, manager of tl 
Domestic Division, U. S, Department 
f Commerce, (Chicag fhce) w 
the evening's speaker. He discussed 
the oilburner’s future in terms of 
statistical position 
Canadian Association hears 
~ ata Caputo talk on new Markets 
a TORONTO & HAMILTON chapters, Oil 
Heating Association of Canada, met 
recently in Toronto. Patrick Caputo, 
Exclusive WIX PORO- SPIN-ON TYPE Rite Fuel Inc., Hicksvill N. Y., was 
siepieoed perer OTL BURNER FILTER src: 

° You make more money—you save time and trouble, too! His talk “What's in It for Me?” was 
Removes even micro- Here are the best of good reasons for you to install the i presentation of new market pros 
=a particles revolutionary WIX Spin-On Oil Burner Filter on every pects for oilfired appliances us for 

Oil Burner you sell or service cooking. water heating. and clothes 
Geimmten® to enceed Installation is simplicity itself! All you do is insert the drying. 
120 gph gravity flow die-cast aluminum head in any 4g” N.P.T. line (one or " 

. two pipe high or low pressure system). Then spin-on “9° : 
Lightweight, Rustproof the WIX Cartridge just a twist of the wrist does . ee 
Biueiaues enastrection ... no tools no mess ... no filter pot to clean out . gre’ Wicca ee ee 

eo Now, the oil will be truly clean for the season. Your cus- sentative in Chicago for Weather 

tomers are happy and you've made friends AND profits! Controls. Automatic Devices Ci s 


COMPACT! 5 %16" high, 


Daa eiten@ ounces The WIX Spin-On Filter is the engineered answer to Inc., Western Springs, Il! 


unnecessary service calls. It does a much better job of 


° filtering. Features such as the exclusive air bleed and the Bs a ; 
Listed as Standard by safety locking screw SELL the home owner on sight Wallace D. Boone has been ap 
Underwriters Labora- e pointed vice-president, in charge of all 
tories, Inc. 
. manufacturing and engineering op 


WRITE: erations, CPW Corp., Cincinnati, O 
Get the facts on this amazing OIL BURNER FILTERS He has been with the company sinc 


WIX Spin-On Filter that makes , 


extra profits for you. WIX CORPORATION e GASTONIA eN. C. 1949 and vice president, sngineerin 
In Canada: Wix Corporation Ltd., Toronto since 1954 
Decemhe 
86 ' 
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Calendar 


CEMBER 


National Heating & Aircondition- 
ing Wholesalers, Inc., fall con- 
ver Statler H.lton Hotel, 


Cleveland 
National Exposition of Power and 
Mechanical Engineering. Coli 
seum, New York, in conjunc 
tion with annual meeting of 
American Society of Mechanical 
Er gineers 
National Warm Air Heating and 
Air-Conditioning Association 
onvention, Statler Hil 
[ H tel Cleveland O 
Institute of Appliance Manufac 
turers, Statler Hilton Hotel 
Dallas, Tex 
I-B-R Short Course, Michigar 
State University, East Lansing 
4 
ARY ) 
K Ox] Men's Association. ar 
eeting Lasser He te 
. Kar 
Kentuch Petroleum Marketers 
4 tion 33d annual cor 
Brown Hotel Le 
K 
Ne k Petroleum Marketer 
4 ! ial management if 
University of Nebraska 
l t Oil Men's Assn., ar 
ting Hotel Statler 
N t Petroleum Associatior 
ention and trade 
. et Hotel, Minne 
La 
( jes Assn. ¢ New York 
W { Astoria Hotel, New 
York Cit 
I Heating and Air 
Conditioning Exposition, Con 


Hall. Philadelphia, held 

nection with the annual 

g the American So 

f Heating and Air-Condi 
Engineers 

Oil-Heat Institute of America 

Directors meeting 


B n Franklin Hotel, Phila 


Nat 4 of Oil Equipment 

lobt management institute 

{ sity of Oklahoma, Nor 

H Improvement Products 
S New York Coliseum 

M.s Petroleum Assn., annual 

n and exhibit. Muehle 


Hote 


Kansas City, M« 
Ok a Oj Jobbers Assn... 
M gement Institute, Hotel 
Lockett, Norman 
W Petroleum Assn., 33rd 
convention and exhibit. 
S eder Hotel, Milwaukee 
Nat Heating and Air Condi 
t Show, Automotive 
Exhibition Park, To- 
Canada 


APRIL 


14—Independent Oil Men's Assn., of 
New England, annual meeting, 
Hotel Statler, Boston 


29 to May 2—-Oil-Heat Institute of Ameri- 
ca, 37th annual 
Seattle, Wash 


MAY 

24-27—National Oil Jobbers Assn., mid 
year meeting, Fort Des Moines 
Hotel, Des Moines, Ia 

27—29—-API Division of Marketing, mid- 


year meeting, Savery Hotel, Des 


Moines, Ia 
Fifth World Petroleum Con 
The Coliseum, New York 


30-June § 
gress, 
City 


convention, 


JUNE 
2— 5—Ojijl Heat Institute of New Eng- 
land, Biennial Eastern Exposi 
tion of Oil Heat and Air Con- 
ditioning, Statler Hilton Hotel, 
Boston. 


\/ 
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C. W. Jones has been named man- 
ager, Ardmore Products, Northbrook, 
Ill. He joined the company in 1951 


Richard A. Bedau will represent 
the Anchor Division, Stratton & Ter- 
stegge Co., Inc., New Albany, Ind., 
in Michigan and Wisconsin 


Let Sinclair's “Big Four” 


BRIGHTEN YOUR 


PROFIT PICTURE 





Here’s what you get as a Sinclair 


Heating Oil Distributor... 








1 Premium quality product at regular price. Sinclair 
Heating Oil contains RD-119®, Sinclair's exclusive 
anti-rust ingredient that reduces service calls. 


2 Strong advertising support at the local level 


where it counts most. 


3 Profitable new sales ideas in a special sales 


training program. 


4 An assured supply — thanks to Sinclair’s huge 


production and storage facilities. 


Get the most out of your market with new Sinclair Heating 
Oil. Write today for details: Sinclair Refining Company, 
600 Fifth Avenue, New York 20, N. Y. 


SINCLAIR 


HEATING OIL 





SuperFlame 
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Fueloil Dealers will do well to heed 
the still, small Voice of common Sense 


by J. R. Greene 


Ask any fueloil dealer and he'll tell 
you that he has some pet peeves about 
his customers. What's more probably 
he'll be more than glad to spell them 
out for you. 

But, the alert fueloil dealer realizes 
that his customers being only human 
also have pet peeves and sometimes 
they're aimed right at the fueloil deal 
er. So, as a switch from the us 
here are a few customer complaints 
and a hint that perhaps the still 
voice of common sense can help ° 
to capitalize on them. 


© "Five of my neighbors also buy 
oil from you. Two of them are my 
next door neighbors on either side. 
Why does your truck make a separate 
trip to deliver to each of us?” 


e "You overhauled my next door 
neighbor's burner in June. Here it is 


the middle of September and mine 
still isn't cleaned or tended to. When 
are you going to give me service?” 


e “Every year your serviceman tells 
me | need a new air filter. He never 
has my size and always promises to 
send one out. It never gets here and 
I've still got that same dirty filter." 


© "| get tired of sending in post- 
cards and signing contracts. If | don't 
want to buy from you, I'll tell you so 
in short order." 


e “Every time your driver makes 
out my ticket it has a mistake in it 
and it is so smeared and dirty | can't 
read it.” 


© "Where is my oil? You said you 
would have it here two hours ago!” 


Your customer doesn't kn 
bout running a fueloi 
n. He has no idea of t 


lved, and furtherm 





G/A ANNOUNCES 
WITH A FILTER! 


FILTERED WARM AIR... 


G/A's exclusive 
filter and twin tur- 
bine blowers (the 
largest in use) cir- 
culate twice as 
much pure warm 
air through the 
home. Your cus- 





tomers will want 
dust-free, econom- 
ical, warm-air 


heating...the G/A 


pre-wired 


GENERAL AUTOMATIC 


2300 Sinclair Lane 
ORieans 5-7500 





THE FLOOR FURNACE 


NOW ... SELL YOUR CUSTOMERS CLEAN, 


85,000 Btu output 
assembled and 


PRODUCTS CORPORATION 


Baltimore 13, Maryland 


Get the complete 


interest in the problems. Yet, his com 
plaints contain within themselves the 
answers which will give you a more 
efficient operation. 

Your customer does know what he 
likes and wants, and generally has 
enough common sense to point out 
obvious shortcomings on your part 
Sure, you have answers to the above 
questions and complaints. Are they in 
turn common sense answers or are 
they excuses dictated by habit? 

What he is saying to you above is 

Either your delivery zone system 
or your degree day system m eds 
improvement 
2 Fy r the Same reasons your service 
dispatching is inefficient 
3. You do not have a hard-hitting 
retail organization 
Automatic renewal of fueloil and 
service contracts will save you 
postage and stationery 
}. Oil drivers are seldom good book 
keepers. Many firms have saved 
money in reduced delivery time 
in office billing by mail 

You should look into radi 

patched trucks 


NEUTRODA 


the ‘ORIGINAL’ Fuel Oil Deodorant 
NEUTRALIZES and DEODORIZES 
FUEL OIL & GASOLINE ODORS 
DUE TO FUEL SPILLS, LEAKS, AND STAINS 


NEUTRODA 


SPRAY or POWDER 


© Works FASTER in Banishing ODORS 
* More Concentrated... Requires LESS. 
* Customer gets MORE for his money. 


“Satisfied users 


NEVER SWITCH FROM NEUTRODA” 


story... NON-FLAMMABLE — NON-TOXIC 


CALL, WRITE OR 
WIRE NOW! 


A little NEUTRODA on furnace filter — kills 


objectionable odors. ° 











THE TANKIT COMPANY, Inc. 


560 BELMONT AVE 


NEWARK 8. NM. J 





There are 


can't be don 


100 reasons why things 
for every single reason 
uld and should be done. 
If you listen t 


why they c 
the still, small voice 
f common sense which can be filtered 
out of customer complaints, you will 
notice a distinct tinkling noise which 
means cash saved through more efh- 
cient Ooperati n and cash 


through greater volume. 


earned 


. 
fe 
Lau Blower makes available 
Film on production Methods 


BEHIND-THE-SCENES production of 
many different types of blowers has 
been combined into a 16mm sound and 
color film by Lau Blower Co., Day- 
on, O. The 20 minute film is avail 
hout charge, to qualified ass: 

nd companies 
to W. W. Morrisey, 
manager, “The 


lant tour covering every 


Inside 
lower manufacture 


Sales engineering Department 
is organized by White Truck 


NEW Sales Engineering Department 
he White Truck Division, White 
y © ‘leveland. O.. will be 


‘illiam L. Peterson. V. C 


Stressing the importance of selling and 
servicing equipment in addition to de- 
livering fueloil, Charles H. Burkhardt, 
national secretary, Distribution Division, 
OHI, tied the future of oilheating to 
the integrated dealer. More than 100 
dealers heard his talk before the South- 
ern Maine Oi! Heat Conference in Port- 
land. The Maine Oil & Heating Equip- 
ment Dealers’ Association and the Maine 
Petroleum Association were sponsors. 


Speece will manage field engineering 
activities. 

This realignment of sales functions 
is planned to coordinate product and 
transportation engineering throughout 
the entire organization, working more 
closely with the field sales organiza- 
tions and handling special truck appli- 
cation problems for truck users 


*, 
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Raymond K. Serfass has been ap- 
pointed manager, Airconditioning Di- 
vision, Westinghouse Electric Corp., 


Season's Greetings 


MAY THE NEW YEAR BRING 
PEACE 
GOOD WILL 
AND 


PROSPERITY 


PRECISION NOZZLES 


1120 GLOBE AVENUE 
MOUNTAINSIDE, 


iS se se 
ge 


Lise ieee eee 


a 


Staunton, Va. He succeeds Bruce D. 
Henderson, vice-president, who joins 
the staff of John K. Hodnette, execu- 
tive vice-president. Serfass had been 
vice-president and director of opera- 
tions, York Division, Borg-Warner. 


Robert M. Glover has been named 
manager, sales program section, Pe- 
troleum Chemicals Division, Du Pont 
Co., Wilmington, Del. Wilfred E. 
Bettoney has been designated addi- 
tives sales manager. Joseph J. Mikita 
will manage the technical section. 


zs 


O 


; - » > > »> > » >> > >> >> ~s 4 . 
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Readers’ Problems 
(Begins on page 64) 


Q. Problem lies in keeping firebox 


draft down to minus two-hundredths mn the 


which should be enough for this fur 
nace fired 1.0 gph. Draft regulator is atk aes nel 
set for lowest adjustment I can use. But ea eee ol 
I read four as the smokepipe draft oper 
furnace, and five to six as the firebox 
draft. Chimney is well constructed, is 


inside house not outside, and is unusual oe aan a 


our articles instruct that oil 


7 } 
le signs Of nsufficient draft 


aesig 


chimney itself, pref in this domestic warm-air furnace 


larger than 9” size, and using With your furnace as absolutely fre 


addition to the regulator already of air leaks and gas leaks as you de 


smokepip scribe, its eficiency should be the sam 
with the over-fire draft zero or slightly 
negative, as with this draft slightly 
smoke in the furnace plus. Plus over-fire draft would not 
necessarily be a sign of uncommon! 
ajt 1s draft only 


ubles 


high efhciency 


G) 


furnace until it’s practically Q. In a 42-family apartment house 


m, I find the chance the janitor wants the neu ilburne? 


in being 40 feet high. Smokepipe is that it works best with draft over-fire to provide steam for the one-pipe sys 


nine inches, the same size as connec ae inhas utd 
n the Plus de 


tion for it on furnace, and draft reg 
lator is same size ie tioh 


+ 
tignt as 
] 


S. P. U., Peninsula, Ohi: 1as absolutely no 


of .04” or so. As the tem in the same way Seer provided it 


re-designed and re-built fur when he fired coal by hand. Last week 


an electric light bulb he proved to me val iny radiators 


gas leaks or air leaks remain cold unless he sets the heat 
] 


A. The maximum draft the excel LSE uch plus draft over-fire does control system for “manual” burner 


lent chimney can produce undoubtedly not give trouble 
is greater than the particular draft 

regulator can cope with. Some burner 

men solve this problem by installing 

two draft regulators side-by-side on 


smokepipe. Others use a special ar T.W 


f insufh ent draft I operation, and runs the burner? con 
tinuously until mn three hours it puts 
about two and one-half pounc * pres 
sure on the boiler. I say that when the 
burner starts with the boiler wate 


I Quincy, Mass simmering, on the ve g 


rangement to permit installing a larger A. Such “pressurized” operation ; minutes of burner 


] 


smokepipe draft regulator—on this you describe is used in certain com an hour on a mildly cold 


~eF 1 


] 


job, might apply a 10”, 11”, or 12 vercial-industrial package boilers fired give mild and proper heat 


draft regulator to the 9” smokepips l, but for r 
Another solution lies in applyi 
t 


! give Expert Service 


and / use... 


The Instant-Gle 
CUSTOM-BUILT INSULATING BRICK 


COMBUSTION CHAMBER 


STANDARD ROUND TYPE 


for Boilers 
and Cast Iron Furnaces 
Sizes up to 2.0 GPH 





ROUND “A” TYPE “NARROWBOY™ 
a sens fer for Narrow Boilers 
(Can be used on any job where , and Furnaces 
round chamber is desirable.) Sizes up to 5.0 GPH 
Sizes up to 1.75 GPH 


“My Customers appreciate the DIFFERENCE!” 
For details, write to: 


“Yelarols Vali: ' Oll Heating Supplies Div. 


7-17 WILLOW STREET 


WORKS COMPANY, LYNN, MASSACHUSETTS 





easons different than every radiator. What can I do to make 


in mind for using the job right? I know both the boile 


BS YOUR SERVICE PROBLEM DUE TO 
eer MODERN DETERGENT FUEL OILS- 


Hydrovalve’s Hew NEOPRENE-BINDER 


GASKETS 


costly call backs 
on your Oil Burner Servicing. 
Modern fuel oils attack 
ordinary Gasket material... 


Hydrovalve’s 
NEOPRENE-BINDER 


completely saturates the fibres 
of the Gasket material 
ond makes them detergent resistant... 
for long-lasting 
seepoge-free a * 


FREE 
For Yeroval¥ alve 
Wall Chart 


| size Go 
—— ust 





Hydrovalve Co. 


1319 Utica Ave., Brooklyn 3, N. Y., BUckminster 4-1330 
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STOCK nn TRANSFORMER 


INSTEAD OF 


and 
have the TIME 
right one! SAVES MONEY 


ruenwouon aparro | [LST 


% 3 SETS OF TERMINALS That silence you hear is Fostoria’s new 400A water cir- 
te TAKES STANDARD RAJAH FITTINGS culator—a quiet, seal-less pump for closed hot water 
te ELIMINATES TEMPORARY HOOK-UP ’ heating systems. This low-cost circulator needs no 


. lubrication, no starting device, no overload protecting 
% ONLY ONE SERVICE CALL NECESSARY mechanism. It can be installed in any position, serviced 


Send for Catalog Sheet and replaced with only a screwdriver. 

Use the 400A for circuits or zones to 

THERMOLOK MFG. CO.., ee 100,000 BTU. Write for information to 

1099 TULIP AVE., FRANKLIN SQUARE, L. 1., Fostoria Pressed Steel Corporation, 
Representatives: Some areas still available Pump Division, Fostoria, Chio. 














“Better Oilheating" 





Order your copies from: 


... fueloil & oil heat... 2 West 45th St. 


New York 36, N.Y. 

















TONGUE & GROOVE 


LITE-CAST |e 


COMBUSTION CHAMBERS IMEnitE 


QUICK HEAT Ge) (emails: * 
DOUBLE SEAL 


MONOGRAM has... +h 


FLOOR & WALLS 
279 Standard Designs and ° 


sizes of LITE-CAST Insulating | PRE-CAST FLOOR 
Refractory Combustion Cham- * for literature 


bers for ALL Boilers and AIR SPACE FORCED WARM AIR : and details of dealer 
Furnaces. BENEATH FLOOR PLUS franchise. 
.75 TO 12 GALLONS PER HOUR SOMESNC NOT WATER METROPAC 


INDUSTRIES, INC. 
EVERETT 49, MASS. 


eens. PURDUE we 

and the oil “flame are amply large hould heat all radiators properly on a 10t t 

enough for the radiation load mildly tallation cation is so hot as to ruin the control 

R. W. F., Brooklyn, N. Y needs is proper venting for intermit N. J, U., Lima, Ohio 

A. This invites a dollars-to-doug! tent firing. Every radiator needs ; A 

nuts bet that the vent-valves 

one-pipe radiators are appallingly 

adequate. If they weren't, the radia quick-vent at the test hole in the clean-out door and 

tors would heat properly long before nd of every steam main 

the oilburner ran three hours and de 

veloped boiler steam-pressure of twi Q. After I completed plans to where the heat-sensitive element of 

and one-half pounds. You are 100% change location of stack-saf 


afety control the stack control will be located, with 
correct in that, starting with the boiler from smokepipe to a flue clean-out the 














because the clean-out door lo 


1 


It’s true on some jobs, not true 
on others. Find out for yourself on the 


particular installation by drilling a 


using a stack thermometer to read the 
temperature there, in the flue passage 


ylbuiner running. A temperature 
water simmering hot, 20 minutes of oor to speed its action (smokepipe below 900°F. probably is all right for 
" burner operation out of each hour 1ever gets really hot), I 


WHISTLER aediciers epst 


fill-signal A Zap FAST VENTING 


This improved, unfail- 
ing signal works on an . 
entirely new principle; ah o& . 
fits into the vent-pipe WV fe oo ooo > S 
inside the tank. It’s i a Cranford, aw Soreey 

well-built, safe (Un- 
derwriters Approved), 


easy to handle, and DO THE JOB RIGHT. — 
lower priced to bring me : When You Sell One 


was warned the stack control element 





( TAKE A TIP FROM ME! E> 











you more sales. General Filters trap moisture and harm- 
ful impurities . . . protect carburetor 
The Whistler — Model D parts . . . save heating dollars. 


Fcveence, 

— another fine product ae | Recommend 
from the makers of Galon- 

gage, Guardian, Fil-thru the Other 
Floatless, trouble-free General “800” 
Humidifier protects furnishings 


APPLIED MECHANICS COMPANY adds healthful moisture to any home 


economically, automatically. 
381-389 CONGRESS ST., BOSTON 10, MASS. GEN é R AL Fl L T if R 5 IN Cc F 
43800 GRAND RIVER AVE. ° NOVI, MICHIGAN 
Canadian General Filters, Ltd., 39 Crockford Bivd., Scarborough, Ont. 
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NOW! SEE FOR YOURSELF WHY HY-TEST 303 IS SCORING SUCH PHENOMENAL BUSI- 
NESS GAINS FOR HEATING OIL DEALERS FROM COAST TO COAST IN THE U. S. & CANADA! 


HY-TEST 303's 


ditive < 


FREE OFFER * 


HY-TEST 303 Corp. 
9 Meadow Road, Rutherford, N. J. 





powerful soot-destroying ad- 
onverts your oil to a truly premium 
fuel that cuts your service costs, and head- 

to the bone. What's more, you can 


303 exclusive franchise will bring you hun- 
dreds of new customers the very first season 
Even starting in mid-season! There are hun- 
dreds of dealer records and more than three 
and deliver real fuel savings to your years of success behind these statements — 
supled with the tested HY-TEST we'd welcome the chance to prove them to you 
Mion program, a HY-TEST a 


Company. 





customers. € 
rs 


303 sales prom« L) Retoil & Wholesale Decler 


Retail Dealer 
* FREE OFFER Make the famous HY-TEST 303 firebox test. Fill out the coupon today Address 
—we'll send you free, and without obligation, an actual sample of HY-TEST 303 additive 
You can perform the demonstration that will clinch sale after sale for your salesmen. Don't 
delay, write today 





City Zone State 

















G) wet 
Q. If I install 


material 


ment because it eliminates the need use of refrigeration 


to cool off the metal of the ducts after 


flexible duct-lining equipment of 


inside the ducts of an aircon- lower capacity. Cooling the relatively 


ditioning system, instead of outside as cooling starts in summer? Inside the few pounds of metal that comprise 


I've been installing thermal insulation, duct, the material works better, of the duct system, following starting the 


I must increase metal duct dimensions course, serving as a sound deadener 


K. L. C., Eaton, Ohio 
installing the 


refrigeration equipment, does not rep- 
two inches to allow for the material's 
Does 
the-duct insulation permit the use of 


capacity equip- 


resent an appreciable cooling load. In- 
A. No, 


material within the duct does not re- 


one-inch thickness the inside- insulating side or outside the duct, the insulating 
the duct’s heat-gain 


; 
by the same ambunt 


gee \GNITION TERMINALS 


— sell them this EASY way! 


material reduc 
sower 


ee 


refrigeration duce the cooling load and permit the 





1 
UND 


J 


New Crown Display is a 
complete assortment with 
new Easy-to-use Crimping 
Tool included ... 





iemition 
TERMINALS 
Compact dispiay of modern . : a ’ 
design holds all popular . 5 
types, each type individu- 

ally packaged in polyethyl- 

ene and clearly marked. 

Display is a visible inven- 

tory, easy to dispense and 

replenish. The wire rack is 

supplied without charge 

with initial order for the 

complete display. 


The Display includes All 
of these Popular Crown 
Terminals in Addition to 
one Crimping Tool: 


. PACEMAKER FOR PROFITS 
from Expert Tune-up Service 


Making the most of your ability to do anex- Tester. Now, for the first time, you can adjust 
pert tune-up job will pay you big dividends an oil burner quickly and expertly for highest 
im gaining you competitive leadership and COz2 without objectionable smoke... do away 
yy recognition of your ¢ t with k, and “hit and miss” fumbli 





a heating expert. The combustion-testing HEX BASE STUD 


iit shown here contains precision-made quai- 
ity instruments with which you can make ful- 
lest use of your know-how in making a fuel 
conservation survey, checking a burner for 
wornout parts and needed repairs, or running 
an efficiency test to close a replacement deal. 

The kit contains the well-known FYRITE CO2 
indicator, the versatile MZF Draft Gauge, the 
all-metal TEMPOINT Stack Thermometer and 
the sensationally new TRUE-SPOT Smoke 


in adjusting for clean firing. The “Scale o 
Soot” which comes with the TRUE-SPOT tells 
you = limits = si — for var- 
tous burners a ypes t systems. 
This amazingly simple method of oll burner 
adjustment ts the greatest advance in com- 
bustion testing since the introduction of the 
FYRITE. You will be proud to be a the 
first to own this “‘up-to-the- minute” combus- 
tion-testing kit. 


RING TERMINAL 

HOLLOW THREADED STUD 
ANGLE CAGE 

SPRING TERMINAL 

STUD FERRULE 

CAGE 

EYELET 

SPLIT RING 
SOLDERLESS SPRING 
SOLDERLESS RING 


Call or write Crown or contact 
ovr local representative for 
complate information and cate- 
log or! Crown Ignition Terminals 


Crown esis 


For complete information on this and other new tune-up equipment— 
write for Bulletin 777 


BACHARACH INDUSTRIAL INSTRUMENT COMPANY 


200 N. BRADDOCK AVE. © PITTSBURGH 8, PA. 


SOLDERLESS ANGLE 
SPRING nani se 


Manufacturers of a Complete Line of} Oil Burner Electrodes 
+ 


KEyport 
7-3086 


SOS OSS CO OS 08 SOS 8S OSES S8O4F C2822 88288828808 
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Win New Customers 
—Please Those You Have! 








comes from 
Technicians 


Customer Satisfaction 
good Service by good 


adua Ws bid a & 


FIRE*SWIRL: 
FUEL SAVER 


The Baffle With 
The Swirling Action 


The Fire-Swirl Fuel Saver effectively 
reduces heating costs: fuel savings of 
up to 35% have been proved in 
thousands of homes. Quick, easy and 
profitable to install. Made of heavy 
cast iron — lasts indefinitely. Won't 
break during clean-ups. Sizes to fit 
most makes of boiler and furnace. 
Send for prices and information today 


(ams 
HOME 


HEATING & COOLING, INC. 


75 Jefferson Street, Passaic, N. J 











PRINTED FORMS 


For Immediate Shipment 


heck items you are interested in. 
ttach to your letterhead, mail 
for FREE SAMPLES: 


»o 





Fuel Oil Order [] Petroleum 


Price Cards 
Phone Call 

Inspection 
Interoffice Information 


Correspondence Service Order 


Heating & Burner 
Material 


Service Dept 
Record 


Delivery 
Record 
Service Record 
Cards 


_] Servicemen's 
Daily Report 


Driver's Route 
Cards 


Degree Day 
Cards 


0 
0 
0 
O 
C] Survey Sheets 
0 
O 
0 


Metered One-Time Carbon 
Delivery Tickets 
(Truck—Bulk Plant—Gas Pump! 


j My Name 
Company 
Street 


DEGREE DAY SYSTEMS 


39-30F 58 ST., WOODSIDE 77, N. Y. 


by Lee Auslander* 


is the backbone of our in 
and with prompt, effcient, 
ost service we can stem the 
mpetitive fuels 
ontinually 
take the 
ur ranks 
r and better methods must be 
ved and taught to reduce time 


1 the jol 


ssential that we 
it be ready t 


f older men leaving 


», and to prevent pos 


ull backs. Along with this train 


ice technicians should be made 
the importance of satisfied 
Our entire future depends 
appy satisfied fueloil accounts 
man can possibly learn all there 
know about proper service while 


working as a helper or an apprentice 
We lull ourselves into a false sense 
urity if we believe that our truck 

rs can become experienced serv- 
hnicians simply by being ex 
service problems in the field 

t believe it is fair for any man 


at the 


customer's expense, 
or service and call backs are 
what we are trying to avoid 

Every serviceman regardless of the 


shi yuld 


lave adequate training in the proper 


SIZE company he represents 


setting where the mistakes while learn 
, 
ing can take place in a classroom rather 


than in the customer's basement 


fession of oilburner technician 


ne of pride and dignity, 


| j 


nder is currently er ploved as 
mbustiot ineer for Allied 
Bala Cyr d. Pa. He teaches 
Philadelphia Wireless Tech 
where, he past 11 years, 

I ict f the oil 
yurner course. Recently he has had his 
ok, “Domestic Oil Burners 1 Oil Heat,” 
lished by Rinehart Co., I: New York 
The book is a trainis ide for oil 


the chief ins 


, : 
stallation. maintenar ind service 


a person of character, who realizing 


his responsibility, is willing to be 


trained in order to give his best to this 
challenging field 

We must bear in mind always that 
a customer lost to a competitive fuel, 
means an account lost to oilheating 
Therefore, some system should be de 
vised whereby we can aid each other 
in the fueloil business with service 
problems 

In addition to good training our 
servicemen should be well equipped t 
handle every problem requiring parts 
A well-trained, well-equipped tech 
nician is an asset to our industry. Witl 
the necessary parts on hand, the r 
duced time spent on a call represents 
greater benefit for the company, th 
serviceman, and the customer. As an 
example, a good supply of nozzles 
varying in size, type, and angle is 
definitely a must for the true tech 
nician. Think of the wasted hours 
which have been spent running around 
for parts, and the discomfort the cus 
tomer has felt while waiting for heat 
to be restored. 

Service technicians also should be 
thoroughly trained in the use of com 
bustion testing instruments and how 
to effect maximum efficiency and low 
cost operation for the homeowner 
Time spent thusly may help to pre 
vent breakdowns at a later date 

On a routine summer cleanup, con 


trols should be 


motors should be checked and pump 


timed and tested, 
pressures and vacuums should be re 
corded, to help prevent service prob 
lems from occurring during winter 

Our industry requires trained men 
with adequate stock, and sufficient 
knowledge to quickly handle every 
type of service call at a minimum 


amount of cost to the customer 
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Heres 


the stony 


on Year-Round Controls... 


























F undamentals 
of year-round 
airconditioning 
Controls 

with Oilheating 








Published By: 


fueloil 
2 WEST 





VALUABLE 
NEW BOOK 


FUNDAMENTALS 
of YEAR-ROUND 
AIRCONDITIONING 
CONTROLS 
with OILHEATING 
e 


Send your order to: 


fueloil & oil heat 
2 WEST 45th ST. 


NEW YORK 36, N. Y. 


NEW YORK 36, N. Y. 


EE AE A 


Funledl » off beet 


7.8 fee mar 








e Only $2.00 a copy *@ 


& oil heat 


45th STREET 





Yes, please send me 


with Oilheating™ at $2.00 a copy. 


Remittance of 
Name 
Company 
Address 


City 





fuctoil 


book "Fundamentals of Year-Round Airconditioning Controls 


Title 


The First Book Of Its Kind! 


Complete story on the technical aspects 
of the all-important control phase of 


year-round airconditioning systems. 


The individual contro! system is dis- 
cussed and illustrated; diagrams are 
included to show wirirg and circuitry. 
Cut-a-way photographs and drawings 
explain suggested applications and serv- 
ice tips—detailed explanations trace 
both heating and cooling cycles of the 


control systems. 
The makes covered are: 


® Detroit 


® General Controls 


¢ Honeywell 
* Penn 


e General Electric °* White-Rodgers 


This series of articles by John W. Schulz is a self- 
cover, 52 page booklet, 8!/," x 11", well-illus- 
trated, and only $2.00 a copy! ! Mail the order 
form below and your copies of this valuable book 
will be sent at once. 


copies of the new 


COPIES 
NOW! 


enclosed. 
& 


| 

| 

| 

l 

| 

| 

l 

$2.00 
| a 
Copy 
; ° 
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=veco ADJUST-ODRAFT 


Fully adjustable for precise accurate setting 
ond instent response to draft varictions: 
ADJUST-O-DRAFT is quality constructed. A 
cast aluminum ring with built in stops, con- 
cealed solid brass beorings, and other 
features, insure losting dependability and 
moximum efficiency when you INSTALL 
ADJUST-O-DRAFT. 





Available in sizes from 
5 thry 12 inches 


MANUFACTURING CO. 
45-16—162nd St., Flushing, t.1.. N.Y. 


FIRE BOX 
fueloil & oitlbeat 


WANT ADS 


Advertisements are payable in advance 75c a line; 
minimum charge of $4.50 for 6 lines or less. 


wes 


vs 





No Advertising Agency Commissions. No discounts. 


NOTICE — Those writing to Box Numbers, address: c/o 
FUELOIL & OIL HEAT, 2 West 45th St., New York 36. 


K" FACTOR CALCULATOR. Handy, compact slide-rule. Eliminates cumber 
some charts Accurate. Single setting gives both K-factor and degree 
day of usable Only $5.50. Degree Day Systems, Dept. FO, 3930 58th 
Street, Woodside 77, New York 


MAXIMUM-MINIMUM thermometer 
f your area. This informetion 


Price $7.95 


opeedy 


Ger the daily high and low temperature 
necessary to secure mean temperature for 
degree day system operation Degree Day Systems, Dept. FO 
Woodside 7 New York 


PETROLEUM PRICE CARDS. Don't stop to figure—just read. Eliminate costly 

Card shows amounts from 1 to 999 gallons. and bridged from 1000 

to 9000 gallons. Will pay you to send for our circular. Degree Day Systems 

Dept. FO, Woodside 77, New York 

ALL WEATHER METER TICKETS imprinted with your name, address and 

elephone set 3 part) only $18.00. Allow 10 days in busy heating 
Advise make and model of truck meter. Degree Day Systems, Dept. FO 

sdisice ew ork 


errors 


PRINTED FORMS available for immediate shipment. Heating and oil burner 
materials forn burner service record cards, service order forms, inspection 
sheet and others Send, for samples, no obligation 


W oodside N 


n nanon f rvey 
Write Dept. FO, Degree Day Systems 


DECALS—Se nameplate or truck lettering and trademark decals made ¢ 
’ wder. Easy to apply, uniform, distinctive, economical for small or large 
Write f atalog. Mathews Co., 827 S. Harvey, Oak Park, Ill 


TURN YOUR SURPLUS INVENTORY of stoker, oil burner or gas controls 
t ash. Ma t and price wo Box 885 


rWO-COLOR METER TICKETS in two or three parts for all meters, carbon 
orer-leaved NCR (no carbon required) imprinted with your name, address 
< ne mber, fuel oil cut and product listing. Two-part tickets begin 
Write for free complete catalog of printing for fuel 
Printery, Inc., Church at Bleecker, Albany 1, New York 
DECAL TRANSFERS—SERVICE—SALES: No charge for 
to ¥ specifications. Plastic colors give greater brilliance 
Easy to apply. Write for samples. Allied Decals 
Cleveland 3, Ohio 


t $4.50 for 
ui dealers. Cr 
TRUCK SIGNS 
sketch; designed 
and durabilit priced 
In 8598 H 





SAVE UP TO 30% 


ON TRUCKING AND BOOKKEEPING COSTS 
WITH HIDY DEGREE-DAY SYSTEM 


Woulc 1 spend $95 a year to save wp to 30% 
Py kheeping and trucking costs? That's 
what hundreds of users of the HIDY degree-day 
system are saving every year. With this system you 
can deliver more gallons per mile—make fewer 
trucks do the same job. Can be bought or leased. 
In use in all parw of the country. The most accu 
rate. eas.est to install, simplest to maintain degree- 
day recorder on the market—and that statement is 
backed by $1000 reward for anyone who can prove 
otherwise! Write for full story of this money-saving 
plar—ask for Bulletin PF. Please 
state whether you already operate on Degree Day 
system 


HIDY-BROWN RECORDER COMPANY 


mn ~our 


ond aenien (Note: Some terri- 
- tories still available 
for representatives. 
Write for informa- 
tion.) 
6988 FIVE MILE RD. 
CINCINNATI 30, OHIO 
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PROFITABLE 
ASME 
STAMPED 
+ AND ¢ 
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BOILER 





@ Foctory wired and assembled 

@ Serviced in a motter of minutes 
@ Guorenteed 5 years 
@ Write for complete 


and prices 
NEW YORKER STEEL BOILER CO., INC. Colmer, Penna. 
USE DOOR HANGER ENVELOPES for deliveries when customer is not in. 
Holds customer's copy of meter ticket ie cut to fie standard door knob. 
Printed in flame red on weather resistant white stock with your name, address 
and telephone cumber. For free sample and compicte catalog of fuel oil 
printing, write: Cromwell Printery, Inc., Church at Bleecker, Albany 1, N 
NEED HELP, MR. BUSINESS OWNER? Are you interested in talking to a 
young man (36) who is successful now, to take a good share of your responsi 
bilities over in a retail or wholesale heating and/or cooling and/or fueloil 
operation in N. Y. Metropolitan area, in return for equity in your business? 
Full details on request to Box 1440 

FACTORY REPRESENTATIVES—to contact and establish distributors and 
dealers. Complete oil burner lines ranging from gun type light oil burners, gun 
type heavy oi burners and rotary type burners for heavy oils. Burners for all 
ous and applications from 1 to 250 gallons/hr. Reply Box 1441 
WANTED PRODUCT DESIGNER. Salary open. Manufacturer of domestic 
heating equipment for the past 40 years has opening for Mechanical Engineer 
for development of oil and gas fired boilers and furnaces for residential use, 
through design, testing and production. Experience desirable in submission and 
tests of products for approvals. Must be creative and have ability to work 
independently. Location: Pleasant small size town in Eastern Pennsylvania 
Our employees know of this ad. Send resume to Box 1442 

LABORATORY ENGINEER co assist in development and testing of heating 
products for boiler manufacturing plant, Central Ohio. State experience 
P. O. Box 221, Columbus, Ohio 

WANTED OIL BURNER SERVICE AND INSTALLATION MANAGER for 
established oil company in Nassau County Must be top notch trouble 
shooter and capable of handling men. Artractive salary, other benefits 
opportunity. Write in confidence. Box 104, Little Neck, N. Y 

POSITION WANTED—Matured, aggressive, experienced man in charge or 
as assistant in service or installation dept. Box 1443 

LABORATORY ENGINEER—Oilburners, furnaces and boilers—testing and 
some development—Engineering degree desirable, but mot necessary. State 
experience and present salary Tasdercee location. Box 1444 

WANTED—All oil burner supply distributors to drop us a card for a free 
salesman’s sample of a swell new range burner item that's needed by every 
one of your dealer customers. Prepaid to your door—Lists for $2.95. Box 454, 
Brunswick, Me 

MANUFACTURERS AGENT WANTED. Manufacturer of complete line of 
nationally distributed oil and gas heaters desires representation by manufac 
turers agents in several choice territories. Full details write Box 1445 

OIL BURNER SALES AND INSTALLATION ENGINEER. Opportunity with 
me of the largest fuel oil distributors in Lower Bucks County, Pa. We are 
expanding our marketing of the sale and installation of residential oil burner 
equipment. You must have experience in this field. Submit complete selling 
record and personal information. We want a top man for a top selling job— 
one who can eventually head up this department. Salaried. Write in confidence. 
Our personnel know of this advertisement. Box 1446 

AVAILABLE TO O.E.M.—One of the oldest manufacturers of oil burners has 
available to O.E.M. their complete output of small burners. Engineers available 
for design, combustion tests, etc. Write with confidence to Box 1447 
HEATING REPS calling on contractors or dealers. Territories open for 
Profit-wise sales of approved Warm Air, Gas (AGA) and Oil (UI Auto 
matic Furnaces. Full range of Hi-Boy, LoBoy, Counter-Flo and Horizontal 
models. Competitively priced, trouble-free construction, simple design, economical 
peration. Colorful selling literature and catalogs available. Write now, list 
lines handled and territories covered. Box 1448 


literoture 


OPPORTUNITY for MFG. AGENTS! 


Manufacturer of nationally known line of gas and 
oil space heaters offers several attractive openings 
for manufacturer's agents. States available: Idaho, 
Montana, Colorado, New Mexico, Texas, Utah, 
Wyoming, Kentucky, Indiana, West Virginia, Illinois, 
Ohio, Pennsylvania, Alabama, Georgia, Florida, 
Tennessee, South Carolina, New England states, 
New York, New Jersey. Write, giving age, ex- 
perience, lines handled, and any other pertinent 


information. Box 1449. 
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AUTOMATIC 


Waporite HUMIDIFIERS 


14 models and sizes . . . installs in 30 minutes 

. .. fits any straight or sloping Sonnet furnace 
@ Stronger mounted front-end thermostat ® 
control @ Completely adjustable drip valve 
evaporator plates @ Stainless steel pan 


AUTOMATIC HUMIDIFIER CO. e Cedar Falls, lowa 


New positive 
@ Non-breakable 











Use “CRESCENT PARTS” Service 


Serving St. Louis Trade Arec 
“FACTORY REBUILT" Repair Exchange con- 
trol service on all popular makes at regular 


manufacturers list prices and trade discounts. 








Crescent Parts and 
Equipment Co., Inc. 


MAIN OFFICE 
825-831 S. Boyle Ave. 
St. Louis 10, Mo. 
BRANCH 
1140 St. Louis Ave. 
East St. Louis, Ill. 


CONTROLS 
ee OIL—GAS—STOKER 
Minneapolis- Honeywell 
Parts & Controls 


W hite- Rodgers Installations Materials 


© Pertex 
Penn 


Detroit & Accesories 


Heating Spectaitic: 





Mercoiad @ General 
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American Petroleum Institute 
American Tube Products Co 
Applied Mechanics Company 
Auto-Fio Corporation 
Automatic Humidifier Company 


alias 
Bacharach Industrial 
Instrument Co. 
Bell & Gossett Company 
Bethlehem Foundry & 
Machine Co, ... 
Boston -Machine Works Co c oe yriedery 
Brodie Company, general: “AU Nhat 
Ralph N. . 


Inside Front Cover General Filcers 
Budget Meter Company 76 YO 
Guardian Products ¢ 


ya Gulf Oil Corpora 


Cash Valve Mfg. Corp., A. W 
Chevrolet Motor Division 
Crescent Parts & 
Equipment Co. Inc 
Crown Engineering Company 


Hago Products 
Harvey, Inc., Sid 
Hayward Oil Bu 
deating & Air ‘ 
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Henry Furnace ¢ 
Herco Oil Burner 
Hidy Brown Record 


Home Heating & ‘ 


Degree Day Systems 

Delavan Manufacturing Co 

Delbridge Calculating 
Systems, Inc. 

Dewey Gas Furnace Company Hydrovalve Compa 

Dunkirk Radiator Corp. 15 Hy-Tese 303 ¢ 





HAY WARD 


Rotary Atomizing Burners 
¥% to 12 Gph 


Boiler-Burner Units 
400 to 730 Sq. Ft. EDR Steam 


Pressure Atomizing Burners 
¥%, to 10 Gph 


Boiler-Burner Units 
200 to 2000 Sq. Ft. EDR Steam 
Write for franchise information: 


HAYWARD OIL BURNER CORP. 
86 Kirkland Street, © . Mess. 
Factories in Brook a, 

Y. ond Tauntes, Mess. 











Scovill Manufacturing 
Maid-O- Mis 
Marlow Pumps 
Master-Craft 
McDonne 
Metropa 
Midwes 
Minnear 
Regulator 
Monarch Manufactur 
Works, In 
Monogram Product 92 T 
Mc. Hawley Mfe 
Mutual Manufact 


Scully Signal Compa 
Shell Oil Company 
Sinclair Refining Comy 
Socony Mobil Oil ¢ 
Steinen Mfg. Cx w 
Stewart-Warner Corp 
Sun Oil Company 

Sun Ray Burner Mfg 
Sundstrand Machine Tc 


Tankit Company 

Thatcher Furnace Compa 

Thermolok Manufacturing 
Thrush & Company, H. A 
Time Saving Fills. In 


Ww 


Walker Mfg. & Sales ( 
Webster Electric Come 
Wix Corp 


OPW < 
Olsen Mf 








KEK-CLEANED BOILERS 
LAST LONGER 
GIVE EVEN HEAT 

WITH LESS FUEL 


STEAM AVOID 
FASTER => AIR LOCK 








LABORATORY 
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Monarch Oil Burner Nozzles .. . 
plus the World’s FIRST POROUS 
BRONZE NOZZLE FILTER! This 
foolproof combination assures 
passage of only pure, clean, fuel 
oil and guarantees nozzle oper- 
ation at maximum firing effi- 
ciency. Solid metal-to-metal con- 
tact eliminates any possibility of 
Dirt or Impurities slipping be- 
tween nozzle and filter. 


Use the nozzle filter acclaimed 
by heating experts . . . the revo- 
lutionary POROUS BRONZE Fil- 
TER by MONARCH .. . and at 
NO EXTRA COST over ordinary 
mesh strainers! 


~ NO LOOSE PIECES 
~ BETTER THAN 200 MESH SCREEN 


MAXIMUM PROTECTION FOR 
FRACTIONAL GALLONAGE 
NOZZLES 


Bronze Filters 


FIR ST with 


NOZZLES 


“24” and “48” NOZZLE BOXES... 


Don't lose money on nozzles 
damaged by careless han- 


MANUFACTURING WORKS, nie dling. Protect them until used 


in a sturdy, compact, steel 


2503 E. ONTARIO ST., PHILADELPHIA 34, PA. MONARCH NOZZLE BOX. Sizes 


Canadian Agent Ex 
& $ Gallagher Sales ltd 


Exclusive Agents: in a 


Australia and New Zealand 


DEALERS: Buy from your Métarth Jobber 


for either 24 or 48 nozzles. 
Steel Cabinet also available 
. .. helds 480 nozzles. 


Remember: It costs more to clean a nozzle than to replace 
with a new, guaranteed-uniform Monarch Nozzle 
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want to buy 


pin J 
Parachute? 4 


Nobody does . . . nobody wants to pinch pennies on any device t 
property depends on. 

Use this basic fact to drive home McDonnell quality. If a boil 
wants to buy a cheap safety control, just ask him if he would bu 
parachute. Then, when he gasps, give him this clincher: ““You m 
safety control only once, but when you need it bad you need it C€ 

One thing is certain: there is no such thing as absolute safety; 
people selling cheap safety devices claim it... BUT— 

McDonnell Water Level Controls do come closer to the 
. . . because they offer the greater dependability that result 
out in quality construction. 

It’s easy to sell something you believe in. It’s easy to point ou 
well in equipment you know so well. Some of the popular McD 
here . . . all of them in the new and better Condensed Catalog. 
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MSDonnell & Miller, Inc. 3500 N. Spauldi 
She 


Dong Gre 


No. 51-2 Feeder and Cut-off Com- 
boilers of medium 
size, pressures to 35 psi both 
steam and hot water. Other types 
for different sizes and pressures. 


bination — for 


No. 157 Pump Control, Cut-off and 
Alarm Switch —for boilers up to 
150 psi. Integral water column has 
tappings for steam trim. Also with- 
out water column body (No. 150). 


, 


MCDONNELL “ 





No. 69 
— Fits rig 
most ste 
McDonnel 
line of 


heal 


AA 


t GOO! 


paulding Ave., Chicago 18, Ill. 


4s 
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230 Series Btu-rated Pressure Re- 
Valves for hot water space 
heeting boilers. Complies with ASME 
Boiler Code in every way; rated 
and certified by National Boord 





